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Cut Delivery Costs. . 2 


, 1957 
NEW PRODUCT 


PREVIEW 


You can boost your profits by 
selecting profitable items from 
the scores of new products illus- 
trated for the first time in this 
special section. Pages 54-66. 











SASH CORD 
A quolity cord priced to sell in volume. Con- 
nected 50 ft. and 100 ft. hanks individually 
packaged in polyethylene bags. 1200 ft. and 
2400 ft. coils packaged in dispensing displcy 
carton 


BIG BALL 
TWINE ASSORTMENT 


This is one of many King Cotton Assortments 
Gives you o wide variety of twine with no: 
inventory problem. Balls are 25¢ sellers 


eI Seed 


CHALK LINE 
Top quality, display packaged. Mason‘s Line, 


Layout Line, Furring -Out Line, Tile-Setting, 
etc. A staple, year ‘round seller. 


BRAIDED MASON'’S LINE 
A good all year ‘round seller. Extra strong, 


non-kinking, non-raveling. Mason's Line, Chalk 


Line, Awning Cord, etc 


NYLON MASON’S LINE 
100% NYLON, twisted or braided. Excellent 
for Mason's Line, Chalk Line, Plumb Line, 
Pull Cord, Drapery Cord. 100 ft. spools in 
display box. Many other put-ups. 
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CLOTHES ORYER CORD 


cord especially designed for replacement 


use on clothes dryers Three 50 ft. connected 
hanks make flexible sale unit. 


DRAPERY CORD and 
VENETIAN BLIND CORD 
ideal put-up for the home replacement market. 
Handy coils, cellophane wrapped, display 

packaged, all standard colors 





CLOTHESLINE 
The best grade that's priced to sell in volume 
Connected honks individually packaged in 
polyethylene bogs. 





SNAP-SACKS 
These SNAP-SACKS are made from heavy 
gauge polyethylene with an elastic ‘Help 
Yourself'’ top. Mason's Line, Butcher's Twine, 
Chalk Line, Wrapping Twine, Jute, India. 
Be sure to send for 
our complete catalog. 





CORDAGE* 


»D 
JOHN H. GRAHAM & CO. 


INC. 


105 DUANE STREET, NEW YORK 8, N.Y. 
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6 New Profit Opportunities with Novoply 


Nonwarping Novoply is wonderful for 
sliding closet doors. 


Handsome and rugged, Novoply is ideal 
for furniture. 


What is Novoply? 


Novoply is the flattest, most stable wood panel ever 
made. It’s an engineered 3-ply construction with 
outer plies of specially selected wood flakes and an 
inner core of resin-impregnated wood chips. It is 
carefully fused under tremendous heat and pres- 
sure. Novoply will not warp! It is made by an exclu- 
sive patented process and should not be confused 
with ordinary “chip-core” material. 


Weldwood’ NOVOPLY? 


A product of 
UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Known Name in Plywood 


BuittpInc Propucts MERCHANDISER 


New bi-fold Novoply doors will never 
stick or get out of line. 


‘3 
Flat-as-a-pancake Novoply is an ideal core 
for plastic laminates. 


Novoply’s mosaic-like appearance makes 
it a fine paneling material. 


> ~ & 
Novoply-core birch-faced cabinet doors 
are flat . . . never stick. 


Why sell Novoply? 


First, there is a wonderful market for Novoply. As 
you see above, there are a large number of uses. 
Therefore, it will appeal to nearly all your custom- 
ers — contractors, cabinet shops, and do-it-your- 
selfers. Secondly, Novoply has a stable price and a 
good percentage of profit. And Novoply is made 
and backed by the world’s largest plywood organi- 


zation. 


United States Plywood Corporation ALI-7-57 
55 West 44th St., New York 36, N. Y. 


] | want to be sure of profits. Give me the full scoop” on Novoply. 


Send along a sample too. 

(] | can’t wait. Send a representative to see me right away! 
Name 

Company 

Address 


Circle Vo. 2 on Coupon, page 64. 








~ MUD, SNOW OR SAND—STUDEBAKER 
~ OUT-TRACTIONS ALL OTHER TRUCKS! 





6 WAYS BETTER THAN 
THE NEXT BEST TRUCK! 


1 Better economy— long life, low operat- 
ing costs, easy maintenance add up to 
more profit per mile. 


2 Better payloads trucking’s biggest 
cargo areas, model for model . . . high 
payload-to-weight design. 

3 Thriftier power— proved V8s and Sixes, 
designed and built by America’s top 
Economy Run winners! 

4 Easier control—cross link variable ratio 
steering, better braking for safer, 
faster runs. 

5 Smoother ride—tu o-stage springs, hy- 
draulic shock absorbers standard equip- 
ment on light-duty models. 


6 Better deal—from break-in to trade-in, 
starting with low, low prices! 


LET YOUR STUDEBAKER DEALER 
PROVE IT TO YOU NOW! 











Circle No. 3 on Coupon, page 64. 


Transtar’s Twin Traction option 
for Y2-tonners pulls you through 
where others get stuck 


Don’t spin your wheels! Stude- 
baker Transtars, first with Twin 
Traction, automatically gear 
your engine’s power to the 


"57 TRANSTAR '2-TON PICKUP 


Handsome Transtar light-duty pickups 
available in 64- and 8-foot models, choice 
of Work Star 185 or 245 Sixes, Power Star 
259 V8 with up to 178 horsepower! Choice 
of transmissions, Twin Traction, Deluxe 
Cab, optional at slight extra cost. Six 


ways better than the next best truck! 


“‘srip’”’ of each rear wheel—give 
you safer, surer “‘go-ahead”’ off 
the road or on slippery streets. 
Another reason why Stude- 
baker’s 80 Transtar models up 
to 19,000 Ibs. G.V.W. haul any 
payload faster, easier, more eco- 
nomically than ever before! 


Bhpndebaliee Packard 


CORPORATION 
Where pride of Workmanship comes first! 
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THE SMART NEW TREND 
TO FOLDING DOORS... 


Offers Big Profit Opportunities with 
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Builders are concentrating more and more 
on the charm ana compactness of folding 
doors. Docrs that Fold-Aside create luxurious 
effects and spaciousness that helps sell homes. 
This means new profit opportunities for 
building supply outlets...and particularly 
for those featuring Acme Fold-Aside Door 
Hardware... finest available. 

Again, Acme engineers have come up with a 
superior design. One that permits the great- 
est number of folding door uses. The extruded 
aluminum overhead track with nylon wheel 
assures smooth, faultless operation. The ab- 
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sence of a bottom track permits installations, 
in addition to wardrobes, that are not other- 
wise possible...such as over-a-counter 
screens, room dividers, and window shutters, 
There’s nothing on the floor to trip over or 
catch dust. Use any wood, plastic, or decora- 
tive material in panels, frames, or louvres. 
Installation is easy. Simple adjustment for 
doors assures a perfect fit. 

Track is in two sections. Packages are only 
half the usual size — take less dealer shelf 
space. Take advantage of the new trend in 
building — stock up today. 


Write for NEW catalog covering complete Acme line. 


ACME APPLIANCE MANUFACTURING CO., 35 So. Raymond Ave., Pasadena, California | 


© 1957 Acme Appliance Manufacturing Co. 
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LATE AND IMPORTANT Developments of the Industry 


CONGRESS PREPARES FOR BUSY LEGISLATIVE SESSION. 

Final election returns surprisingly showed there has been little turnover in 
the membership of Congress. This means that the Banking Committee, which 
directly influences housing through its financing policies, will continue with 
most of the same membership and leadership. 

Hearings on the administration's monetary policies and on the current tight 
mortgage situation have been slated early in the session. Generally the trend 
of legislation will continue in a somewhat conservative direction, despite 
liberal proposals. The most immediate needs of this industry, assistance to 
FNMA and the money market, will very likely be given prompt attention. 








TAFT-HARTLEY REVISION MAJOR ISSUE. 

Secretary Mitchell has stated that the Eisenhower Administration is com- 
mitted to overhaul and improve the Taft-Hartley Act and that the advisory 
committee was appointed in an effort to obtain agreement on changes in the Act 
that affect the housing industry. 

Taft-Hartley changes could well provide a subject for major legislative 
battles in the coming Congressional session. Both labor and management seem 
geared for a showdown battle. 








"TARGETS FOR TOMORROW*® WILL HIGHLIGHT BUILDER CONVENTION. 

Looking ahead to a period when greater house output will be required, the 
National Association of Home Builders has selected this theme for their conven- 
tion January 20-24 at Chicago. 

No one now seems to question that an annual rate of as much as 2 million 
homes yearly can be accurately anticipated within the next four to five years. 
NAHB members, as did lumber dealers at their convention in December, are taking 








a keen interest in the growing possibilities of house components and other new 
building methods. Recently Ray Harrell, Lumber Dealers Research Council, 
predicted that in the not too distant future retailers would probably no longer 
sell lumber itself. Rather the dealer would merchandise panels similar to 
Lu-Re-Co, along with other house parts. 

Components reduce costs, make it possible to erect a home in less time, 
permit quicker recovery of invested capital. Few believe 2 million homes a year 
could be put in place without the widespread use of components and many prefab 
house parts. 


REVISING FHA MINIMUM PROPERTY REQUIREMENTS. 


Government seems greatly concerned over the constantly higher costs of home 
building. They have shown limited awareness of efficient new methods now being 
used and are largely occupied with studying minimum property requirements to see 
if any reduction in standards can be made without adversely affecting value to 
the buyer. 

Partial results, however, are not encouraging. In a study of 12 key cities 
FHA has found that between 22% to 47% of the cost of a house is added by the 
builder beyond Federal Housing Administration requirements. 

Replacement cost of the 120 homes studied averaged $12,402, exclusive of 
land. If they had been limited to barer FHA requirements, the cost would have 
been on the average only $7,521. All of which suggests that new house designs 
and an educational job on the consumer might be helpful in delivering more house 
for the money. 














COLE DENIES RESIGNATION REPORTS. 

HHFA Administrator Cole, in an outspoken statement has made clear his views 
that now is the time “to go to bat for housing" and it was his "intention—and my 
responsibility to be the lead-off man in the batting order." Cole's office 
denied the statement appearing frequently that he planned to resign as Housing 
Administrator. It is no secret that builders and others are out for the scalp 
of Mr. Cole after his lukewarm support of a liberal housing bill at the iast 
session of Congress. (news continued on next page) 
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Cement Price Rise Spreads 


Cement prices went up Jan. 1 at 
many mills of the nation’s largest 
producers. Most increases were at 
plants which were not included in the 
price boosts on Oct. 1, 1956. The latest 
advances ranged from 15¢ to 25¢ a 
barrel. They brought prices to the 
levels of and in some cases above the 
prices at mills affected by the October 
markups. 

Among the major producers which 
announced the price increases were 
Universal Atlas, Lone Star, Penn- 
Dixie, Alpha Portland Cement Co. and 
Lehigh Portland Cement Co. Higher 
costs of freight, fuel and labor were 
cited as reasons for the price rise. 


Construction Wages Rise 


Wage scales of union workers in the 
building trades advanced slightly dur- 
ing the three months ending Oct. 1, 
1956, reports the U. S. Department of 
Labor’s Bureau of Labor Statistics. 
The average hourly rate for all trades 
combined rose one-half of 1%, approx- 
imately the same as the corresponding 
period of the previous year. Scale re- 
visions during the three months ad- 
vanced the estimated average wage 
rate to $3.05 an hour, about 48% above 
the average for the three years 1947-49 
and 4.3%. higher than in October, 1955. 


J. P. Weyerhaeuser Dies 


John Philip Weyerhaéuser, Jr., 57, 
president of Weyerhaeuser Timber Co., 
Tacoma, Wash., died of leukemia in 
Tacoma Dec. 8. He had served as pres- 
ident since 1947 and was executive 
vice-president from 1933 to 1947. He 
was born in Rock Island, Ill. Surviving 
are his widow, Helen; two daughters, 
Mrs. J. J. Pascoe and Elizabeth Weyer- 
haeuser, both of Tacoma; two sons, 
John Philip Weyerhaeuser III, St. 
Paul, Minn., and George H. Weyer- 
haeuser, Eugene, Ore. 

A brother, Frederick K. Weyerhaeu- 
ser, was elected president of the com- 
pany in a special meeting of the board 
of directors on Dec. 11. Frederick K. 
Weyerhaeuser also retains his position 
as chairman of the timber company’s 
board of directors and presidency of 
the Weyerhaeuser Sales Co. He became 
Sales Company president in 1929 and 
board chairman in 1955. Simultaneous- 
ly, Chas. H. Ingram, a Weyerhaeuser 
vice-president and the company’s gen- 
eral manager, was elected executive 
vice-president. 


Increase in Brick Homes 


About 38% of the single family 
houses being built today are brick 
houses, reports Dr. Robinson Newcomb, 
market analyst, Structural Clay Prod- 
ucts Institute, Washington, D. C. This 
represents a rise of 5% over last year’s 
figure of 33%. Newcomb based his re- 
port on a U. S. Department of Labor 
survey supported by private industry 
with SCPI and other groups partici- 
pating. 

Discussing brick housing on a re- 
gional basis, Newcomb said that in the 
northeast 22% of the single family 
homes being built are brick; in the 
north central states, 51%; in the south, 
51%, and in the west, 16%. 
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NEWS in BRIEF 


MILLWORK OUTLOOK FOR 1957 


“The resurgence of wood windows in 
new home construction is a striking 
example of the benefits accruing to 
manufacturers who emphasize quality 
control,” reports vice-president Leo V. 
Bodine, National Lumber Manufactur- 
ers Association, Washington, D. C. 
“This year’s homes will be larger, less 
gadget-ridden and of higher quality. 
Paneling, flooring, kitchen cabinets, 
furniture, siding and framing lumber 
are among the host of wood items 
which would stand to benefit.” 

A key factor in the lumber picture 
for many years to come will be the 
new multi-billion-dollar federal-state 
highway building program, reports 


Contract Awards Dip 14% 


Dollar volume of contract awards 
for future home construction took an- 
other dip in Nov., 1956, sending the 
11-month figure 14% below the like 
period in 1955, according to F. W. 
Dodge Corp. Awards for residential 
building in the 37 states east of the 
Rockies plummeted 14% below the 
like month in 1955. This was the sec- 
ond straight month home building 
awards took a sharp dip. 

November awards for all types of 
construction registered a 6% decline 
from the corresponding month in 1955. 
Nevertheless, it was the second high- 
est November ever recorded, accord- 
ing to the Dodge report. Awards 
totaled $1,689,261,000. 


PRIZE-WINNING CARD for model kitchen, 


drawn above by Gordon J. Lawler, 
American Lumberman managing editor, 
entitled John R. Reasoner, North Webster 
(Ind.) Lumber & Supply Co., to the com- 
plete wood kitchen displayed in the 
American Lumberman Model Store at 
recent NRLDA Exposition in Chicago. The 
idea-packed kitchen package included 
Bilt-Well cabinets, Formica counter tops, 
Amerock hardware, Admiral built-in range 
and oven, Moe lighting fixtures and Nu- 
tone hood and built-in mixer. Partial view 
of kitchen is seen in picture above. 


Bodine. “First, this program, of itself, 
will consume a considerable volume of 
our industry’s production. But, more 
important, it will pave the way for 
vast amounts of new construction— 
homes, schools, churches, industrial 
plants, stores and commercial buildings 
—in which wood can play a leading 
role. 

“The $15 billion-a-year home im- 
provement market should continue 
strong in 1957 with wood a popular 
material. Also, farmers appear to be 
working their way out of economic set- 
backs—a fact that should help lum- 
ber’s markets in farm housing and 
service buildings.” 


Black & Decker Sales Rise 15% 


An all-time sales and earnings rec- 
ord was established by The Black & 
Decker Mfg. Co., Towson, Md., and its 
subsidiaries during the 1956 fiscal 
year, which ended Sept. 30, 1956. 
Chairman of the board Robert D. Black 
announced in his annual report to 
stockholders recently released that con- 
solidated net sales of the portable elec- 
tric tool company reached a new high 
of $49,847,934, matking an increase of 
15% over net sales of $43,327,697 for 
the 1955 fiscal year. 


November Starts Take Tumble 


Housing starts in November, 1956, 
tumbled a seasonal 12% below October 
to the lowest level for the month since 
1951. The Labor Department reported 
builders started work on 79,600 private 
houses in November, a drop from the 
90,800 starts in October and the 88,400 
in November, 1955. In November, 1951, 
72,200 houses were started. For the 
first 11 months of 1956, private hous- 
ing starts totaled 1,032,400 units com- 
pared with 1,236,000 in the like period 
in 1955. 


Steady Garage Door Market 

The garage door industry can expect 
a continued market of 1.5 million 
doors during 1957 and maintain a 
pace equal to 1956, says R. A. Hacka- 
thorn, president, Crawford Door Co., 
Detroit. 

This volume is below record sales 
years but remains above previous pre- 
dictions, which anticipated a lower 
business cycle for garage doors. 

“The replacement market is a val- 
uable source of door sales,” Hacka- 
thorn adds. “People are getting rid 
of antiquated doors and replacing 
them with doors that blend with archi- 
tectural themes that reflect the own- 
er’s personality. A further factor 
which should help maintain the pres- 
ent market is the increase of two-car 
families requiring larger garages and 
doors.” 

(News continued on page 12) 
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EASY WAY TO KEEP 
A CLOSE CORPORATION OPEN 











STOCK CERTIFICATES... A BUY AND SELL AGREEMENT... 
AND LIFE INSURANCE POLICIES are deposited by you and 
the other stockholders of your close corporation with . . . 


Then, when one stockholder dies cash settlement is guaranteed 
to the deceased's family and heirs, and control of the business is 
guaranteed to the surviving stockholders. 


Here’s a diagram that explains simply how you can keep your close corpora- 
tion open in the event of the death of a stockholder. The A°tna Life Business 
Insurance Plan is geared to cover all close corporation situations. Why not 
let your local Atna Life representative give you the facts? Call him today. 


Since 1853 FE ’ NA LIf E INSURANCE COMPANY 


Affiliates: The Attna Casualty and Surety Co. * The Standard Fire Insurance Co.* Hartford 15, Connecticut 


AINA LIFE INSURANCE COMPANY 


Why not mail the coupon fora Hartford 15, Conn. 

copy of our new free booklet Fas” Gentlemen: 

“Will This Man Take Your Busi- Please send me a copy of your new booklet “Will This 
ness With Him When He Dies?” Man Take Your Business With Him When He Dies?” 
It tells how business insurance i) 
can fit your individual situation. 
No obligation, of course. Company 


Name 


Address 
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3 NEW HOME CONSTRUCTION © 
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| NR YARE Tan tienen 
® The first big drive features pre-stained 
ertown famous Shakertown Glumac Units and 


Sidewall Shakes for new homes. Part of a 


triple-barreled, hard-hitting program di- 
rected to architects, builders, consumers 
to help you get your biggest sales in 


history. 
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BEAUTIFY WITH COLOR. 


The second big sales drive concentrates on 

Shakertown Stain. Do you realize that 55 per 

cent of the shake homes in your area are poten- 

tial customers for at least a 5-gallon stain sale 

right today? Our multi-colored ads to your cus- 

tomers will boom your stain sales and profits. 

Ask about our Shakertown serve-yourself dis- i . 

play to help you sell! i ; MU! rue 
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GROOWED CEDAR SHAKES 


INSULATION BOARD 


U.S. Patent 2,232,786. Other U.S 
and Foreign Patents Pending 


The third big sales drive highlights 
famous Shakertown Glumac Units to 


markets. Colorful display materials tie 
4 in with this terrific promotional cam- 


MODERNIZING help you tap one of America's richest 


A — ey 
~waetif RAANGARD RS orga HN paign...the biggest sales push ever 


staged to build great new sales for you 


AND THE NEW SHAKERTOWN INTERIOR PANELING in Shokortown products. Get on - this 


Now Shakertown provides you with 7 pre-finished interior panels to increase profit bandwagon! 
your sales volume...and ato real profit. Write for details! 


Shakertown 


FIRST NAME IN CEDAR SHAKES 
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LIVIN 


son YOUNG HOMEMA 


Color-Filled 
Exteriors 


Send for the most complete dealer profit-making program ever! 


THE PERMA PRODUCTS COMPANY 
20310 Kinsman Road « Cleveland 22, Ohio 
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TURNBUCKLES 
Self Sewice 
ASSORTMENT 
DISPLAYS 


make easy 
sales for 


TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
ond styles. Attractive 14” x 6” all 
metal display pane! in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available. 
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EYE BOLT ASSORTMENT 


Ten each of the most popular sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal display panel in 
3 colors. Unit packed for shipment. 
Open stock Eye Bolts available in 8 
thread sizes. 





U-BOLT 

ASSORTMENT 

Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
all metal display pone! in 3 colors. 
Unit packed for shipment. U-Bolts also 
ovoilable from open stock. 





Tuenbukts, Suc. 


Led EYE BOLTS 


; @ bs hy 2 

LAG THREAD % \ ri 
EYE BOLT ASSORTMENT 

80 bright zinc plated lag Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, 
colorful 14” x 6” display panel, 
Available in open stock 


ORDER FROM YOUR WHOLESALER 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another” 
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NEWS im BRIEF (begins on page 8) 


WOOD KITCHENS IN 88% OF NEW HOMES 


Wood kitchens were installed in 88% 
of all new homes built during the first 
quarter of 1956, according to a survey 
released late in the year by the Bureau 
of Labor Statistics of the U. S. Depart- 
ment of Labor. One percent of the 
homes have steel cabinets with wood 
fronts, for the appearance of a wood 
kitchen. The remaining 11% of homes 
have kitchen cabinets made of mate- 
rials other than wood. 

Release of the survey marks the first 
time the U. S. Government has deter- 
mined the specific breakdown of kitch- 
en materials in new home construction. 
The survey, covering the 218,600 new 
homes sta:ted during the first three 
months of 1956, was done in coopera- 
tion with the Producers’ Council. 

Base units of wood were used in 89% 
of the homes, while wall cabinets of 
wood were used in 88%. The survey 
shows that 86% of undersink cabinets 
were wood. The average of the three 
basic kinds of units comes out to the 
88° figure in favor of wood. It was 
found that the average home has four 
base units, five wall units and one 
undersink unit. 


Spotlight on Weldwood House 


An entirely new concept in home 
building techniques, as well as new 
building materials, have been incorpo- 
rated in the new Weldwood House, con- 
structed in South Holland, Ill., Chicago 
suburb. The house will be formally 
introduced to the building trades at the 
NAHB show, Jan. 20-24. The Weld- 


wood House will be featured in the 
U. S. Plywood exhibit at the show. 
Builders in attendance will have the 
opportunity of visiting the house as 
the guests of the company. 

The home was designed and built 
by architect Harry J. Quinn, who says 
the technique used in the construction 
of the house cut labor costs 30% by rea- 
son of the fact that much of the rough 
work in the house is also finished work. 
The complete and inside story of the 
techniques employed in the construc- 
tion of the house will be presented at 
a series of builder meetings to be held 
in cities and towns across the country 
beginning in mid-January. 


Living's Treasure Hunt 


Scale models of Living for Young 
Homemakers Magazine’s 23 Electri- 
Living home designs were displayed at 
the NRLDA show, where the magazine 
previewed its April Treasure Hunt, a 
concerted drive to encourage remodel- 
ing of the country’s 11 million unused 
attics and unused space in garages and 
attics. Lumbermen are invited to join 
Living, 575 Madison Ave., New York 
22, N. Y., in its Treasure Hunt remod- 
eling promotion. 

Each dealer who participates in the 
promotion will receive a one-year sub- 
scription to Living and his store’s 
name will be listed in Living and iden- 
tified as a store interested in the mod- 
ernization plans of the young home- 
makers in his trading area. 

(News continued on page 17) 


NAIL-GLUED HIP-ROOF TRUSS 


Hip roofs can now be built with nail- 
glued trusses. A design for such a 
truss system has just been released by 
the University of Illinois Small Homes 
Council. The truss, which is for a 3/12 
slope, is the newest of the Council’s 
truss designs utilizing the nail-glued 
technique developed by the Council 
and Purdue University. 

Directions for building the trusses 
for spans of 21’ to 28’ 8” are presented 
in an instruction sheet prepared by 
Howard E. McCall and Prof. James T. 


TRUSS SYSTEM devel- 
oped by the University 
of Illinois (right) elim- 
inates terminal truss 
supports and jack 
rafters. 
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Lendrum, architects, on the Small 
Homes Council staff. It shows the 
geometry of the trusses and gives 
complete details for assembling them. 
Copies may be obtained from the 
Small Homes Council, Mumford House, 
University of Illinois, Urbana, II. 
Popular because they make a house 
look low, hip roofs are difficult to 
build by conventional roof-framing 
methods and they require experienced 
carpenters. Up until now, trusses have 
seldom been used for this type of roof. 
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NATURAL WOOD 


a. Natural raw wood (walnut) 


d. 2 coats of Deft Wood Finish over raw wood 


b. 2 coats of FIX over raw wood 


A first coater that ‘‘sets” the natural raw wood tone 


Deft NATURAL WOOD FIX fills a special need in wood 
finishing wherever it is desirable to hold the original raw 
wood tone in the finished job. It is especially recom- 
mended for use on woods that darken considerably when 
finish is applied, such as walnut, mahogany, etc., and 


particularly on large areas such as paneled rooms. 


Now you can capture and forever hold the natural raw 
tone beauty of wood by first coating it with Deft 
NATURAL WOOD FIX. Then apply Deft Wood Finish. 


Note actual photograph of walnut panel above — 


section b. and c. show no change in the raw wood tone. 


Deft Natural Wood Fix is not a finish coat. It merely 
“sets” the raw wood tone. Two coats of Deft Wood Finish 


are recommended over Fix. 
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Deft Wood Finish, alone, applied to raw wood as in 
section d. above, brings- out the rich deep beauty of the 
wood without the excessive darkening of conventional 
finishes. And of course, Deft definitely will not darken 


or yellow with age. 


Be GOOD to your WOOD... Deft-fix it and Deft-finish it 


Desmond Bros 
Available 1826 W. 54th St., Los Angeles 62, Calif 
through Gentlemen: Please send me complete information 


leading on Deft Natural Wood Fix [] Deft Wood Finish [] 


Distributors 
Name 

or write 

for complete Address 


information 
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c. 2 coats of Deft Wood Finish over FIX 
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MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 
Leaders in the building specialty field for over 36 years 
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CLDEALER POINTERS, 


Rotating Neon Sign 
Attracts Attention 

A strikingly different neon sign 
has been installed in front of the 
new store of Steiner Lumber Co., 
Sacramento, Calif. The sign bears 
the word, “Lumber” on one side 
and “Steiner” on the other side. 
Both words are spelled out in neon 
tubing. 

The sign makes a complete rev- 
olution in about 10 seconds. Retail 
manager Gus Gidlund reports the 
sign is especially effective at night 
when the neon tubes are lighted. 

A brick planter makes an attrac- 
tive setting for the modern sign. 


Make a Literature Rack 

An unusual space-saving litera- 
ture rack making effective use of 
perforated hardboard is installed in 
the new store of Hyak Lumber & 
Millwork, Olympia, Wash. The 
standard size panels of perforated 
hardboard were ripped lengthwise 
to form 2’x8’ panels. 

The completed assembly was then 
put together on a light frame and 
placed on the sales floor in zig-zag 
fashion. Welded wire baskets to hold 
manufacturers’ literature and plan 
books were then arranged over the 
surface of the perforated panels and 
filled. The racks keep the literature 
clean and neat. 
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Panels Display Many Products in Small Area 


The confines of a 16’x16’ display 
room have not prevented Logan 
Lumber Co., Seattle, Wash., from 
displaying effectively a large num- 
ber of building products. 

Partners Wayne Mattson and 
Dale Bierce obtained a commercial 
swinging panel device which en- 
ables them to display lots of items 
effectively in small space. The 
swinging panel display has metal 
frames into which plywood or hard- 
board panels may be placed. Build- 
ing products are attached to the 
panels. Finished and _ unfinished 


Trash Basket 


Becomes Broom Display 


Three circles of plywood, some 
staples plus a few scraps of wire 
were all the materials required to 
convert a wire trash basket into an 


“| PIONEER. 
Wy FUNTKoTE 


PIONEER 
FLINTROTE 


ONCE 
FLINTKOTE 


simply 


hardwood plywood are 
back-to- 


slipped into the frames 
back. 

The metal frames holding the 
panels have projections at top and 
bottom corners, which fit into holes 
in steel angles and these steel angles 
are bolted horizontally to the dis- 
play room wall. 

Each swinging panel is protected 
by a bumper on each side to hold it 
away from adjacent panels. 

The installation at Logan Lumber 
Co. has space for 50 double-faced 
swinging frames. 


effective broom and mop display at 
Holt Lumber Co., Milwaukee. 

A solid circle of plywood, fitted to 
the bottom of the basket, supports 
the ends of the tools. Two upper 
circles are cut to fit inside the bas- 
ket, and holes slightly larger than 
the diameter of broom handles are 
drilled to hold the tools erect. All 
inner circles are held in place by 
staples, straddling the upright mem- 
bers of the wire basket and driven 
into the end grain of the plywood. 

Wire hooks fashioned from scrap 
wire are used to display dustpans 
and other accessories. All items 
bear individual price stickers. 


ULIMIT AT 


More Dealers Than Ever 


are Now Reading 


AMERICAN LUMBERMAN 


GIUUUUNETTETL ALLL TUTE ited a LTTE 
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NEWS in BRIEF 


(begins on page 8) 


"Finish Off the Basement" 


A total of 296 retail lumber dealers 
from coast to coast promoted Parents’ 
Magazine’s home improvement proj- 
ect, “Finish Off the Basement to Make 
More Room for Your Family,” edi- 
torially featured in the September is- 
sue. Tie-in dealers were listed in the 
magazine and used Parents’ prepared 
merchandising aids in special window 
and showroom displays and local ad- 
vertising to increase sales of suitable 
building materials. The success of 
the “Finish Off the Basement” ex- 
hibits, says Parents’ Magazine, was re- 
flected in the reports of high consumer 
interest from participating lumber 
companies. 


1957 Lumber 
Dealer Conventions 


JANUARY 
7-8-9, Kentucky, Louisville, Kentucky hotel 


15-16-17, Northwestern, Minneapolis, auditor- 
ium 


20-24, National Association of Home Builders, 
Chicago, Conrad Hilton and Sherman hotels 
and Coliseum 


23-24-25, Southwestern, Kansas City, auditor- 
ium 


27-31, Northeastern, New ‘ork City, Statler 
hotel 


FEBRUARY 
4-5-6, Intermountain, Elko, Nev. 
5-6-7, Michigan, Grand Rapids, auditorium 


6-7-8, Middle Atlantic, Atlantic City, Chal- 
fonte-Haddon Hall 


6-7, South Dakota, Sioux Falls 


6-7, Western Penna., Pittsburgh, William Penn 
hotel 


7-8, Mississippi, Biloxi, Buena Vistu hotel 
12-13-14, Illinois, Chicago, Hotel Sherman 
12-18-14, Tennessee, Nashville (no exhibits) 


13-14-15, Ohio, Columbus, Veterans Memorial 
Bldg. 

13-14-15, Mountain States, 
Savoy hotel 


13-14-15, Virginia, Richmond, John Marshal) 
hotel (no exhibits) 


19-20-21, Wisconsin, Milwaukee, auditorium 

19-20-21, Western, Spokane, Davenport hotel 

20-21-22, Nebraska, Omaha, auUiwrium 

21-24, West Virginia, White Sulphur Springs, 
Greenbrier hotel (no exhibits) 


MARCH 

1 to 15, Montana, Missoula* 

3-4-5, North Dakota, Minot 

5-6, Kansas, Salina 

5-6-7, Indiana, Indianapolis, Murat Temple 
12-13-14, Iowa, Des Moines, auditorium 
12-18-14, Carolina, Charlotte, coliseum 
19-20-21, Louisiana, New Orleans, Jung hotel 


27-28-29, Independent, Minnesota, St. Paul, 
auditorium 


Denver, Shirley- 


APRIL 


2-3-4 New Jersey, Atlantic City, Claridge ho- 
tel (no exhibits) 


10-11, Arkansas, Little Rock, Marion hotel 

14-15-16, Texas, Dallas, auditorium 

21-24, Northern California, Yosemite National 
Park 

23-24-25, Southern California, Los Angeles, 
Ambassador hotel 

25-27, Florida, Daytona Beach, Daytona Plaza 
hotel (no exhibits) 


MAY 
2-3-4, Arizona, Litchfield Park, The Wigwam 





GREENLEE 


your highly dependable source 
of fine hand tools 


Wuen you stock the GreENLEE 
line, you can be sure that you have 
tools of inherently outstanding value 
and excellence. You can be sure, also, 
that you have a reliable source upon 
which you can always depend. 

For nearly 50 years this firm has been 
famous for fine products. It is equipped 
with the best of modern production 
machinery and factory facilities... 
uses only the finest grades of materials 
for its tools...employs highly ex- 
perienced craftsmen to produce them. 


And each year finds more new develop- 
ments in work at Greener. New pro- 
duct improvements, better packaging, 
consistent national advertising — all 
designed to make this a top selling line 
for you. All are reasons why it pays to 
stock and build extra volume with 
GREENLEE . . . a progressive, highly de- 
pendable source for you. 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., ROCKFORD, ILLINOIS 
2261 Twelfth Street 


18-14-15, Georgia, Savannah, General Ogle- 
thorpe hotel (no exhibits) 


*Tentative schedule, subject to change. 
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MEET THE STARS OF ‘‘SAWTIME, U.S.A.’’ 


New Black & Decker Saws— 


| 

New features to | These new Black & Decker Heavy-Duty 
| Saws will be big traffic items for your 
help you crack all Spring selling season! They’re packed 
- with new features designed to help them 
previous sales | outcut, outperform and outsell other saws! 
1 | They have power, safety, convenience 
records! | —built by Black & Decker to do a top- 
| notch sawing job! And these saws are 
backed by Black & Decker with a con- 
tinuing series of high-impact advertise- 
ments in leading national publications 
and local newspapers. Order from your 
wholesaler now and find out how your 
name can be listed in direct mail and 
newspaper advertising. THE BuLack & 
DECKER Mrc. Co., Dept. H-301, Towson 

4, Md. 


New Power 


@ This powerful B&D-built motor is spe- 
cially designed for tough sawing operations. 


@ Heat-treated, helical gears assuresmoother, 
quieter operation. 


@ B&D Saws make better use of available 
power (without danger of burn-out) because 
they have cool running motors. 


B&D #73 


Cuts 2'%¢" deep at 90 
4 at 45 
ailable B&D #93 
ot Shown) 
4” deep.at 90 
2” at 45°, $119.50 


102 
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New Visibility 
@ New B&D picture window design makes 


line-of-cut and cutting edge visible at all 
times. Ideal for angle cuts, perfect for ripping. 


@ Double guide edge on #73 and #83 Saws 
lets you sight on two points... the blade- 
cutting edge and the shoe edge. 


@ Air flow is so powerful it blows sawdust 
clear of the job, clear of your eyes! 


Look in the Yellow Pages under “Tools-Electric’” for Nearest Wholesaler 


New Handling Ease 


@ Handle is located closer to blade for better 
control in the wood. 


@ Precise balance, lightweight, sturdy con- 
struction mean more comfortable operation 
for longer continuous use. 


@ Quick adjustments assure speed and accu- 
racy for depth and bevel cuts. 


Black & Doctor. 


PORTABLE ELECTRIC TOOES 


Put your Saw Blades up Front — 
Make $17.15 every turnover! 


New Black & Decker Saw Blade Display 
Assortment brings more saw blade profits. 
15 assorted, most used Krobide Blades. 
Strong, colorful display attracts customers 

. leads to sales. Deal costs you $39.95... 
you sell for $57.10... that’s $17.15 profit! 

This functional display uses minimum 
space and features only the fastest moving 
blades. And on the back of the display is 
a handy saw blade selection chart .. . to 
help your salesmen select the correct blade 
for any requirement. Contains: 6 combina- 
tion blades; 6 crosscut blades; 3 abrasive 
discs; 2 saw blade adapters; colorful stand. 
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A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 





*M. E. Crisp Lbr. Ce., Welch, W. Va. 


West Virginia and Kentu fogatechicn Hardwoods, 
Oak, Pes my Beech, Maple, ckory, Chestnut and 
other hardwoods. All facilities. 





“Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Sgocietion Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flovring, Dimension. 





*McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 








“Mowbray & Rebinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring. 





The M. B. Farrin Lbr. Go., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 

White and Red Oak, Walnut, Poplar, Basswood, Beech, 
Cherry. Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J]. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Apvolachion Hardwood Lumber 





*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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* REPORT from WASHINGTON 


By R. Y. Kerr 


Air Force Decentralizes Lumber Buying...Price Index 


Sets Fourth Record High in ‘56...No Tax Reductions Ahead 


Some time ago the Air Force 
made public a new policy to go into 
effect at all its installations. As of 
July 1, 1957, lumber and plywood 
needed at Air Force installations 
will be purchased locally. Previ- 
ously these materials were procured 
through a central buying agency 
and distributed where needed. This 
meant that few retail dealers had 
much chance to supply these needs. 


a 


Since this change was announced 
the Air Force has authorized seven 
installations to buy lumber locally, 
and this authorization is now in 
effect. The purpose is to make a 
test run, to get the bugs out of the 
new operation before the complete 
changeover is made next July. 


* * * 


Names and addresses of the sta- 
tions now authorized to buy all 
their lumber and plywood require- 
ments are as follows: Hill Air 
Force Base, Ogden, Utah; Castle 
Air Force Base, Merced, Calif. ; Per- 
rin Air Force Base, Sherman, 
Texas; Malmstrom Air Force Base, 
Great Falls, Mont.; Luke Air Force 
Base, Glendale, Ariz.; Hunter Air 
Force Base, Savannah, Ga.; and 
Dayton Air Force Depot, Dayton, 
Ohio. 

* * * 


Dealers who have these stations 
within their trading areas and are 
interested in this type of business, 
have the opportunity to inform con- 
tracting officers of their ability to 
cooperate in this new policy of pro- 
curement. The NRLDA feels this 
change of procedure can be of 
much value to the retail lumber in- 
dustry. 

* * * 


The Administration has increased 
the interest rate permitted on 
FHA-insured home mortgages from 
414 to 5%. It is expected that Con- 
gress will be asked to increase the 
rate for GI loans guaranteed by the 
Veterans Administration to the 
same level. It was possible to raise 
the FHA rate by administrative 
action; but the VA rate is fixed by 
Congress. Of course, this increase 
has been asked for by a good many 
people in the building industry, in 
the hope of attracting investment 
money into home financing. 
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However, Representative Wright 
Patman of Texas, who is a member 
of the House Banking and Currency 
Committee and also of the Joint 
Commitee on Defense Production, 
chairman of the House Committee 
on Smatt*Bisiness and vice chair- 
man of the Joint Committee on the 
Economic Report, has _ protested 
strongly against these rate in- 
creases. He thinks such increases 
would mean less housing, rather 
than more. 


* * * 


“We cannot continue this  in- 
crease-boosting process indefinite- 
ly,” Patman said, “because sooner 
or later—and I am inclined to think 
it will be sooner—we will reach a 
point where consumers will just 
not be able to pay the higher costs 
of borrowed funds.” Patman added 
that he would resist any move in 
the House of Representatives to 
raise the permitted interest rate for 
home loans guaranteed by the Vet- 
erans Administration. Quite ob- 
viously this policy question is going 
to be fought out in the 85th Con- 
gress. 


* * * 


A joint announcement made by 
the Federal Reserve Board and the 
Federal Deposit Insurance Corpora- 
tion authorized all insured commer- 
cial banks to raise the interest rate 
they pay on savings and time de- 
posits by one-half of one per cent. 
This allows these banks to pay 3% 
on savings deposits and certificates 
of more than six months’ duration. 


* * * 


On time deposits and certificates 
running from 90 days to six months, 
the rate may be increased from 2 
to 244%. The effective date is 
January 1. The maximum permis- 
sible rate of 1% on time deposits 
and certificates of more than 30, 
but less than 90 days is continued; 
but no interest is paid on deposits 
of less than 30 days. Paying the 
higher rates is optional with the 
insured banks. 


* * * 
There are more than 13,000 of 
these insured commercial banks; 
and the permissive action was 
taken on the request of a large 
number of these institutions, in the 


hope of encouraging savings and 
thus making more money available 
for capital investments. 


* * * 


The Bureau of Labor Statistics 
announced late in November an- 
other new high point in the cost of 
living; more accurately known as 
the Consumers Price Index. This 
is the fourth time in 1956 that a 
new record high has been set. Odd- 
ly enough, the price of foods re- 
mained practically unchanged; and 
in the Washington area food prices 
declined by 1.1%. There was an 
especially sharp advance in auto- 
mobile prices as some of the new 
models came into the market. About 
1,300,000 workers whose wages are 
tied to the index will receive wage 
increases. 


* * * 


According to rather substantial 
rumors in Washington, the big 
waterfront strike, which has been 
stopped for 80 days by court injunc- 
tion under the Taft-Hartley law, 
will erupt again at the end of the 
injunction period. Further rumors 
are that the government will take 
any necessary action to keep the 
waterfront open. 


* * * 


Stopping American exports at 
that time probably would desolate 
Western Europe like a major war; 
something, according to reports, 
the government is determined not 
to permit. 


* * * 


There are rumors, also, that the 
hard-money policy will be stepped 
up; probably resulting in further 
declines in the field of house starts. 
Labor costs will be higher; some 
guesses ranging from 10 to 15¢ an 
hour above present rates, making 
housing costs painfully high. 


* * * 


There’s little chance for tax re- 
duction. The Middle East affair, no 
matter how it develops, will add 
heavily to Federal expenses. The 
defense budget is due to be in- 
creased 
rumors and guesses; but they come 
from rather authoritative sources. 
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Another Big CELOTEX 
to Spark Home Building, 


The Homes 
that WOMEN 


~ WANT! 


(Designs based on 
“Women’s Congress” ideas) 


Celotex Proy 
diy Pres 
The Homes U.s. Women a 
©d For 


gased on Recommendations by The U.S. w 
on Housing in Cooperation with The Nation 
Dealers Association, Prominent Architect 
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$ and Builders 
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(Each ad directs 
business to you) | 296 » con tr your ne a LY A) a A ae 
Helps Pre-Sell 
Prospects! 


(A proven way to promote 
new home sales) 
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National Ad Campaign 
Send Prospects fo You/ 


’ CELOTEX presents the NRLDA-sponsored 
i OT “WOMEN’S CONGRESS” HOMES 


celotex Dealer 


IN 


The Saturday Evening 


w POST 


Again Celotex launches a powerful pre- for! And an added column of space devoted 
s selling advertising campaign addressed to exclusively to pre-selling your prospects on 
eRe h buildi ; ts! It featur he lity and val f world-f 
#0 tor World-Fome iy your home-building prospects! It features the quality and value of world-famous 
ciel suilding Moteriat, big, attractive, full-page-plus-adjoining- | Celotex Products! 


column ads in two of America’s top-circula- : 
tion magazines ... Lire and Tue Saturpay How Can You Make This Potent 


EvENING Post. Ad Campaign Work for You? 


These ads display beautiful new homes Tie-in these 3 ways: 
built according to recommendations of the 1. Use the free Celotex newspaper ad 
U.S. Women’s Congress on Housing. Home 
designs sponsored by the National Retail 
Lumber Dealers Association ... with all the 
specific improvements that women asked 


mats to invite prospective home- 
owners to see you for complete de- 
tails on these homes. 

. Display the eye-catching Celoter 
Poster that tells prospects to ask 
you about the Women’s Congress 
Homes. 

FAMOUS : oes a a supply of the new foo 
elotex Book of Homes,” present- 
CELOTEX PRODUCTS ing these NRLDA-sponsored homes 

as nee Cee ae as well as 15 other outstanding 

fot ne” fet heme tn, STIMULATE SALES home designs. 

oa And be sure always to feature genuine 

Celotex Products, a nationally-preferred 
brand name created by over a third of a 

» century of national advertising. Contact 

your Celotex Representative today! 


_ (Specific sell on 
products you carry) 


FEATURE CELOTEX, THE BRAND BUILDERS AND ARCHITECTS PREFER 


CELOTEX 


nq Product 
THE CELOTEX CORPORATION 
120 S. LA SALLE STREET 
; CHICAGO 3, ILLINOIS 
~4 a‘ 


REG. US. PAT. OFF. 


BUILDING PRODUCTS 
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REDUCE delivery costs 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual cut 
20 Million for past half century under exacting Forest Manage- 
ment Plan without depletion, 


Zz 
“Struck body 7 
Sgewhonn 7 


KD. Easy 
Assembly & 


HARDWOODS — WHITE PINE — HEMLOCK 


Mounting 


Unload a Load 
or Half Load at a Time 


DEFEND YOUR TRADE WITH 


Write, wire, phone for 
Catalog and Prices 


The R=-B Company 


1921 Guinotte, Kansas City 20, Mo. 








MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


| 
\ 


Air-dried QUALITY LUMBER Kiln-dried 





~~ 
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PONDEROSA PINE — SUGAR PINE 


WHITE FIR 
INCENSE CEDAR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kiins 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Trade Mark 


DOUGLAS FIR 
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CARPENTRY & LUMBER ..c. 


r 





FUNDAMENTALS OF CARPENTRY 

Walter E. Durbahn - two volumes,......... $8.00 
Your shop trainees can quickly be an asset if they 
read 

sovece 3.50 


Easy-to-follow guide for tool selection, identifi- 
cation and choice of woods and materials, use of 
the steel square, how to read blueprints. 336 
pages, 243 illustrations 


Vol. | --Tools, Materials, Practice .. 





Vol. 11 -Practical Construction............. 4.50 
Detailed instructions on constructing a building, 
various processes and why they are used. 444 
pages, 318 illustrations. 





CARPENTRY 
Gilbert Townsend... +. +, $2.60 


An A-to-Z treatise on simple building construc- 
tion, including framing, roof construction, gen- 
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eral carpentry work, exterior and interior finish 
of buildings, building forms and working draw- 
ings. 504 pages, 587 illustrations. 
CABINETMAKING AND MILLWORK 

Dah and Wilsem. .. ccc ccccrcreseccccsccces $4.95 


Even your experienced shop men can learn some-. 


thing from this book. Presents tested practices on 
a wide scope of jobs how to eliminate errors which 
reduce efficiency and safety, how to solve the 
problem quickly. 235 pages, over 250 illustrations. 


TECHNIQUE IN RIPSAWING 

J. B. Myler, 00.0 csecccccecsseces occeccee steele 
Shows shop and mill men the correct procedures 
to apply in ripsawing, and the many uses of this 
versatile tool. Covers selecting the right biade for 
the job, sharpening, care and handling as well as 
discussions on swage setting versus spring set- 
ting, ripping tapers, bevels, etc. 42 pages. 


January 


wor or ee ee 


7, 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $.... for 
the books | have checked below. 


Fundamentals of Carpentry 
O Vel. I--Tools, Materials, Practice 
O Vol. 1i—Practical Construction 
0 Carpentry 
O Cabinetmaking and Millwork 
O Technique in Ripsawing 





Name 





Address. 





City, State 
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The gateways of the World are 


Swinging on Hager, too! 


Big Profits in 
HAGER 


hardware 


Everything Hinges on Hager!* Garages or Barns or 
country gates—whatever needs swinging—the swing is to Hager! 


Hager Suburban Screw Hook and Strap, Bolt Hook and Strap, 
Hager Strap and T-hinges, Hager Gravity-Type Gate Latch 


and Hinge Hasps are skillfully made in many different 
designs and finishes to meet every conceivable rural and suburban need. 


Stock the Hager Suburban line. It’s ruggedly 
made of wrought steel to give long wear ... weatherproofed 
finished to take all kinds of weather. 


Ask your jobber to show you the complete “Suburban” Line 


No. 1973 Hager Suburban 
Screw Hook and Strap Hinge. 


No. 1934 Hager Suburban 
Gate Latch. 











The doorways and gateways of 
the world swing on Hager Hinges 
*® 


Cc. HAGER & SONS HINGE MANUFACTURING COMPANY «+ ST. LOUIS 4, MISSOURI 
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EDITORIAL 


The Hard Core of Dealer Profit 





At management workshops conducted by the editor of 
American Lumberman, and attended by over 2,000 owner- 
managers, nine basic questions were asked. What is the 
most profitable policy you have ever established in your 
business in the area of (1) cost controls (2) advertising 
and promotion (3) commodities and markets (4) plant 
administration (5) store administration (6) pricing (7) 
financial administration (8) sales organization and (9) 
employer-employe relations? 

In the workshops themselves the highest-profit making 
dealers exchanged ideas as to the most profitable of the 
profit-making items. The consensus of opinion is that the 
dealers who are making 8-10% on their sales before 
taxes and upwards of 22% on their investment, are uni- 


formly doing the majority of these 20 things. 


Stated another way, we have yet to find a dealer using 
as many as 16 of these 20 policies who is not making a very 
satisfactory net profit. 


1. Compensatory pricing. This means that any concession 
from the average margin of profit necessary to produce 
22% or more on the investment before income taxes, must 
be compensated for by higher markup on equal sales 
volume to some other type of buyer. In order to achieve 
this, there must be as many as four variables in contractor 
prices based on the circumstances surrounding the in- 
dividual sale and as many as five variables in consumer 
prices, dependent on the service that goes with the sale. 


2. Budgetary control of operations. Sales, expenses, gross 
and net profit are budgeted month by month for a year 
ahead, the proper accounting ratios are set up and a con- 
tinuous effort is made to maintain them. 


3. Controlled consumer sales — 70% of total sales. With- 
out sacrificing their contractor volume, the best profit- 
making dealers are attempting to build their consumer 
sales up to 70% of the total volume. Based on the results 
of these extra-profit operations, 70% consumer sales and 
30% contractor sales seems to be an ideal profit making 
ratio. 


4. Specific sales management responsibility. The convic- 
tion is growing that retailing is nothing more or less than 
a selling business and that each retail establishment in 
our business should have a sales manager. 


5. 2% of annual sales for advertising. 


6. An adequate number of outside consumer salesmen 
employed on an incentive basis to cover the dealer’s mar- 
keting opportunity. A liberal drawing account and gradu- 
ated commission schedule is the usual basis of employ- 
ment. Properly managed and motivated salesmen can 
make more money working for a dealer than for an 
applicator. 


7. Continuous sales training. The most successful dealers 
are now holding their sales meetings at least once every 
two weeks, many of them once a week. With a great 
number of product changes and new products coming on to 
the market each month, it is essential to have continuous 
sales training to provide people with the necessary in- 
formation to do a satisfactory selling job. 


8. There are 125 big ticket end-use packages involving 
both labor and materials which may be sold by the dealer 
on a package basis from $100 up. 


9. Dealers are deliberately setting out to become the 
best customer of the contractors, thus reversing their 
traditional position. When 2% of annual sales is invested 
in advertising, the dealer becomes the first contact of 
people who want to build and are thus in a position to 
award jobs to cooperating contractors. A part of this pro- 
gram is to set up a building trades inventory with a card 
record, giving complete data on every individual carpenter- 
contractor and building trades mechanic in the dealer’s 
trading area. 
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10. An inventory of local building sites. As building lots 
become more scarce, dealers are both investing a part of 
their surplus in building lots and locating lot owners, 
securing options to buy. 


11. Where the new home market is brisk, dealers are 
maintaining an inventory of one, two or not more than 
three homes ready for sale to take care of business that 
would normally go to prefabricators. The Lu-Re-Co plan 
is often used by such dealers. These inventory homes can 
be used as the model home promotion before they are sold 
to buyers who want quick delivery. 


12. Modern store administration. Leading dealers now 
have five departments or sectors of their store buildings: 
(a) the front section of their store, devoted to impulse mer- 
chandise. (b) a home planning and improvement center. 
This section is equipped with package displays, plan books, 
comfortable chairs and tables, and modern selling tools 
such as colored slides. (c) where the dealer has a farm 
trade, this section of the store is expanded to cater specif- 
ically to the farmer. (d) a contractor’s corner is set aside 
to cater exclusively to the building tradesman and finally 
(e) accounting and administrative offices. 


13. Aggressive installment selling. Dealers who are mak- 
ing the best profit showing today are invariably capi- 
talizing on the enormous increase in installment purchasing 
by American families. They not only offer the customary 
FHA terms but have set up weekly payments for small 
sales and revolving credit programs. 


14. The best source of mortgage money. The front-run- 
ning dealers are researching every possible source of 
mortgage money and lining up the best of them exclusively. 
This policy is coupled with an advertising program which 
brings to these dealers local prospects for homes before 
they see anyone else. 


15. Catering to housewife traffic. Progressive dealers 
now recognize that the woman dominates the family pocket- 
book and that 85% of all family expenditures in the hous- 
ing area are generated and largely directed by her. Many 
dealers have gone so far as to advertise on the society 
pages of the local newspaper. 


16. Office and plant mechanization. An important ele- 
ment in extra profit in this business is to keep costs down 
through substituting machines for human effort. Offices, 
warehouses and yards are becoming more and more mech- 
anized with the savings added to dealers’ profit. 


17. An organized file of job histories including labor and 
supervision estimating data. Whenever a new home, barn 
or big ticket job is sold on a packaged basis, the dealer is 
accumulating all the papers on the job including plans, 
specifications, material lists, financial details, labor costs, 
etc., into an index file so that when a similar job comes 
along, the estimating problem becomes greatly simplified. 
Some dealers are offering this service to their contractor- 
customers, 


18. A monthly net profit checkup. This is secured by 
costing all tickets daily and keeping a running record of 
the gross profit on every sale. Corrective action is taken 
immediately when profits are unsatisfactory and this has 
proved a major factor in sustaining high profits. 


19. Advanced human relations policies including profit 
sharing. High profit dealers are customarily found to be 
paying above average wages, giving the most liberal fringe 
benefits and sharing the profits above a minimum return 
on the investment. 


20. Finally, the 20th of these key policies is to partic- 
ipate fully in association work and fully support local, 
regional and national association efforts. Our associations 
are constantly feeding profit making ideas to dealers who 
will use them. 
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Sell more gives in 
much less space! 


New Weldwood Adhesives Center 
holds a glue for every purpose 


Weldwood Adhesives Center 
gp ah every purose 





Complete glue department in 4% sq. ft. 


That’s all the floor space you need to stock and 
display the four fastest selling types of adhesives. 
No wasted counter space! No wasted shelf space! 
Yet you have a complete, balanced stock of every 
type of glue you get calls for. So complete, you 
need no others. 





“Self Service” Glue Selector Chart 
saves your salesmen’s time! 


Your customers select,at a glance, the right glue, 
for the right purpose, in the right size. It answers 
all their questions about application, properties, 
even price. Virtually eliminates salesmen’s time. 





Carry less inventory! Sell more glue! 


Because of the carefully balanced assortment, 
you’re never overstocked in any one type. You're 
never stuck with “slow movers.” You never lose 
a sale because you always have the right glue, in 
the right size. This merchandiser, made of birch 
plywood, with recessed lighting, turns your store 
+4 “ 2 ” 2 
into “glue it yourself” headquarters. atienette Atmitiest-- Panaen 
Weldwood Wizard quickly iden- 
tifies Weldwood Glues, nationally 
advertised in Saturday Evening 
. Post, Better Homes & — 
’ *1s American Home, Living, Sunset, 
wun Here’s what you get by mailing coupon today: Hobby Books, etc. 


Retall Retail ee ee 


= =e = oy UNITED STATES PLYWOOD CORPORATION 


V% oF. 29 24 Va Oz. 19 24 
Dept. AL 1-7G, 55 West 44th Street, New York 36, N. Y. 








Weldwood 1% 0z. .40 24 Weldwood 1Y%20z. .29 24 
Contact 3 oz. .70 Presto-Set® 314207. 49 12 
Cement Pint 1.45 Glue 94%4 oz. .99 6 

Quart 2.45 Pint 179 6 


Rush my Weldwood Adhesives Center, complete with assortment 
described on this page, at special price of $99.89, delivered. 





Weldwood 342 0z. .35 TOTAL RETAIL VALUE 
Plastic Resin 2 oz. 65 Your coat 
Glue 1 Ib. 95 (at regular discount) 89.94 


STORE NAME_- 


MY NAME 
ADDRESS — 
CITY ‘ - = —L0 ~—e CU 





Weldwood 1% pint 1.00 Special price on dis- 
Waterproof l pint 3.10 play unit (value: $40) 9.95 


Resorcinol Glue 1 quart 4.90 Your profit 


| 
I | | 
Vine noms noses soe emmy vas ws ct a we * 





BuILpING Propucts MERCHANDISER Circle No. 10 on Coupon, page 64. 27 

















Yo@er — 


CIRCUIT TRIPS by one truck minimize 
duptication of truck trips between the 
Bluffton, Ada and Jenera yards located on 
the points of the triangle and the firm's 
distributors in Lima. 


Despite spiraling truck operat- 
ing costs and increased price com- 
petition, one Ohio lumber dealer 
has devised a system which not 
only cut his delivery costs in half, 
but also makes it possible to com- 
pute the payload for each mile 
his trucks travel. 


Steinman Bros. Lumber Com- 
pany’s main yard at Bluffton, 
Ohio, is located at the apex of an 
equilateral triangle formed by its 
branch yards at Ada and Jenera. 
All three yards are about 10 miles 
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MAXIMUM PAYLOADS are achieved with afternoon deliveries. Orders phoned in during 


the morning are assembled for fast, economical delivery. 


Without Reducing Service 





Here's How One Dealer 


Pared Delivery Costs 


By computing truck payloads to get operating costs for 
each mile traveled and by scheduling regular circuit trips 
between branch yards, this Ohio lumber dealer cut his de- 
livery costs substantially without sacrificing service. 


apart as the crow flies. 

Making regular customer de- 
liveries and shuttling between the 
three yards rolled up considerable 
mileage for the firm’s fleet of 10 
trucks. Studying this mileage and 
rising costs of customer deliveries, 
Forrest Steinman decided he could 
shave these figures considerably 
by: 

—Scheduling regular inter-yard 
circuit trips to avoid duplica- 
tion of truck trips between 
yards. 


January 7 


—Preassembling customer or- 
ders and pooling loads so 
trucks wouldn’t leave the yard 
partially loaded. 


—Setting up a method of com- 
puting the payload for each 
mile of truck travel for month- 
to-month comparison of de- 
livery costs. 


After more than a year’s op- 
eration, it’s estimated that each 
Steinman truck carries an average 
of $15 worth of materials for each 


_ 1957, AMERICAN LUMBERMAN AND 





PREASSEMBLING ORDERS helps increase payloads and shave delivery costs. 


Ulysses 


Reichenbach, left, and Jim Szabo, manager of the Bluffton yard, carefully plan a 


driver's itinerary. 


mile it travels. Previously, the pay- 
load for each mile of truck travel 
was between $5 and $6. This in- 
creased payload is attributed to 
careful pooling of customer orders 
and elimination of duplication of 
inter-yard shuttle deliveries. 


Circuit trips effective. To trans- 
fer materials efficiently between 
the three yards and to make regu- 
lar pickups from distributors in 
Lima, Ohio, Steinman schedules 
regular circuit trips three times 
a week during the busy season and 
twice a week during the winter 
months. 

At the regular weekly sales 
meetings, the yard managers talk 
over their needs for the coming 
week and what products they have 
available in surplus. To equalize 
inventories in the three yards, 
managers call the other yards and 
arrange for the circuit driver to 
deliver whatever materials they 
need. Each yard manager keeps 
a “Take To” and “Get From” rec- 
ord handy so he knows what to 
ship or what deliveries to expect. 
Here’s the schedule and itinerary 
used by the three yards: 


Monday: The Jenera truck circuit 
covers Bluffton, Lima, Ada, Jenera 
and returns home to Jenera. 

Wednesday: The Ada truck makes 
a pickup in Lima, then proceeds to 
Ada, Jenera and back home. 
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Friday: Bluffton truck circuit covers 
Lima, Ada, Jenera and returns to the 
main yard. 


The circuits are rotated among 
the truck drivers in the various 
yards. A circuit takes about four 
hours, but if the driver is on the 
road during his lunch hour, he’s 
paid for this time and Steinman 
also pays for his meal. This extra 
compensation is provided because 
most of the firm’s drivers eat their 
lunch at home. 


Computing payload. To compute 
the actual payload carried on each 
trip, Steinman has mimeographed 
forms which are filled out by the 
drivers. The driver enters the mile- 
age traveled, ticket numbers and 
total sales listed on the individual 
orders. At the end of the week 
the total mileage traveled is di- 
vided into the weekly sales figure 
of the materials carried to get the 
payload for each mile traveled. 


For instance: One week last 
February, the Ada yard truck car- 
ried loads valued at $1,574.10. Its 
mileage for the week was 127 
miles. Payload was $12.39 per mile 
traveled making these deliveries. 
This payload figure fluctuates, 
sometimes it’s as low as $3.76 and 
rises to $18. 

“With these payload figures we 
have a fairly accurate check on 
our driver’s performance,” says 


Jim Szabo, manager of the Bluff- 
ton yard, “and it also keeps us 
on our toes to make sure trucks 
go out of the yard fully loaded.” 


Orders preassembled. “We try 
not to make any special delivery 
of orders under $50,” Szabo says, 
“but if it’s an emergency or a 
specially good customer who needs 
the stuff right away we make the 
delivery—but only if it can’t be 
scheduled for one of our regular 
deliveries. 

“By pooling and preassembling 
orders it’s possible to get as many 
as eight orders on one load,” he 
adds, “but we don’t hold any or- 
ders. As soon as we receive an 
order we start processing it and 
making arrangements for its de- 
livery.” 


Weekly maintenance records. 
Steinman believes in weekly 
maintenance checks and reports 
of all rolling stock. For this pur- 
pose he has mimeographed truck 
maintenance forms which are filed 
in the Bluffton office weekly. 

On this form, the truck driver 
or whoever is assigned as the in- 
spector, enters the speedometer 
reading and the cleanliness of the 
vehicle. Also checked and noted 
on this form are gas and oil, radia- 
tor, tires, brakes, lights, wipers, 
mirrors, canvas, flags, ropes, emer- 
gency signals and other pertinent 
comments. The inspection sheet is 
initialed by the inspector and 
signed by the yard manager be- 
fore it’s forwarded to the main 
yard. 

Following this system of pre 
ventative maintenance has added 
years of life to Steinman’s trucks 
and also helped spot trouble be- 
fore it had a chance to become 
serious—and expensive. 

“All we’re doing,” Szabo says, 
“is making every trip necessary. 
To do this we have to carefully 
assemble our customer orders so 
every mile our trucks travel is 
used to deliver the maximum 
amount of materials. Eventually, 
we hope to set up regular delivery 
routes for each individual yard so 
we'll need fewer trucks, but the 
ones we do have will be in opera- 
tion continuously. A truck stand- 
ing parked in the yard or dead- 
heading back isn’t making any 
money.” 





Loans Cartop Carriers 


For small orders cr customers in a 
hurry, Steinman has available cartop 
carriers which are loaned free of 
charge. No deposit is required and 
if the carrier isn't returned in a rea- 
sonable length of time, the customer 
receives a post card reminder. So far 
this plan has worked out well. 

















EQUAL TO A THIRD MAN in the yard, the unit helps yardman Vern Frydendahl get a pallet-load 
of shingles as foreman George Wibben lifts the polyethylene film cover protection. 


Cost Only $1,600 


Small Yard Solves LIFT-TRUCK Problem 


Second-hand tractor, equipped with hydraulic forks, 
does a good job for Oregon dealer. 


At low cost, William F. Scharpf 
of Scharpf’s Twin Oaks Builders 
Supply Co., Albany, Ore., recently 
performed a do-it-yourself project, 
which is paying rich dividends by 


by bolting 
steel strap to a timber, slipping forks through, 
then backing the tractor over rough spots with 


forks down. 
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helping his men do their work 
more efficiently. He added acces- 
sory hydraulic lifting forks to a 
farm-type tractor. 

The result: a useful light-load 


materials handling device, which 
operates well over rough ground 
on the building job or in the lum- 
beryard. The tractor now fur- 
nishes lifting as well as pulling 
power. 

“It’s like adding another man in 
the yard and it cost us less than 
$1,600,” Scharpf adds. 

Forks installed. Scharpf ob- 


oon es ti, oS 


ALMOST AN OVERLOAD with 180 blocks. Yardman Vern 
Frydendahl finds the tractor handles well when loaded, 
steers hard with no load on forks. 
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tained a second-hand, farm-type 
tractor from a farm implement 
dealer in his city. The implement 
dealer carried the accessory forks 
in his stock. He demonstrated 
their usefulness, made the sale 
and installed them on the tractor. 

Installation included placing an 
800-pound pile driver weight on 
steel channels projecting from the 
front of the tractor. Also, lead 
weights were placed on the front 
wheels. In a final weight-adding 
step, all four tires were filled with 
water instead of air. This last 
step is standard farm-tractor op- 
erating procedure and most imple- 
ment dealers have special devices, 
which bleed the air from the tire 
as the water is put in. 


Versatile equipment. The re- 
sult of the installation of the 
accessory forks on the farm-type 
tractor is that Scharpf now has a 
2,000-pound capacity 10-foot ex- 
tension lift truck, which he can 
use in his rough unpaved storage 
yard. Also, with a towing bar he 
can haul the tractor behind his 
material delivery truck and have 
the benefit of fork truck unloading 
at the job site. The big tractor 
tires are ideal for this service over 
rough ground at the job site. The 
truck driver operates the fork- 
tractor to speed his unloading job. 


Cost is low. The cost of the job 
amounted to less than $1,600. 
Scharpf paid $800 for the second- 
hand farm-type tractor plus $700 
for the accessory forks installed; 
the pile driver weight was picked 
off a scrap heap for a few dollars. 

“With this small investment, 
the unit is a life-saver for us,” 
Scharpf declared. “Our yard was 
built only 10 years ago, but we 
figure we’re 40 years behind the 
times in competing with lift- 
truck-equipped lumberyards. 

“Since we got the unit we have 
torn out part of our truckbed- 
height, bag goods warehouse be- 
cause the fork unit does the job 
better. That, in itself, has added 
25% to our usable storage area. 


No license required. Scharpf 
was asked about the need for a 
state license plate for the tractor- 
lift when it is used on the high- 
way. 

“Believe it or not,” he said, “in 
our state you don’t have to get a 
license plate for a farm tractor if 
you don’t want to. You can either 
get the plate or you can declare 
the machine on your personal 
property return. What you do de- 
pends on which way you’d be bet- 
ter off financially.” 

(If you are interested in where 
the accessory forks mentioned in 
this article may be purchased, 
write American Lumberman, Dept. 
E, 139 North Clark Street, Chicago 
2 





“FOR LOW-COST 
PRODUCTION 
OF CONCRETE 


look into this 
Johnson Plant: 











At a minimum investment 


in equipment, this Johnson transit-mix plant 
brings you an efficient method of storing 
and weigh-batching aggregates, water and 
cement—maintains accurate quality-control 
of all materials. Step-by-Step storage bin, 
in 60 or 120 cu. yd. capacities, is divided 
into 4 aggregate compartments, arranged 
around a central cement storage tank. Ag- 
gregates are fed into bin by bucket ele- 
vator, or inclined belt conveyor (shown 
above). Cement is handled by an under- 
track screw conveyor, and vertical elevator, 
which feeds cement as needed into the 
bin, or into ground storage silo. 


All 4 aggregates and cement are accu- 
rately weighed by a Johnson Concentric 
Batcher, which discharges into transit-mix 
trucks. A Johnson Water Batcher auto- 
matically measures the exact amount of 
water for each batch. Plant also can be 
equipped with Koehring mixer for central- 
mix or concrete-products operation. For 
more information on complete plants or 
accessory equipment, contact your John- 
son distributor, or write for catalog. 





For charging bins . . . stockpiling 
sand ond aggregotes, check Johnson 
wide-rehandling Clamshell Buckets . . . 
8 sizes, from ¥ to 2 cu. yds. They're 
oll-welded, smooth inside and out... 
fast-filling, quick-cleaning Manganese 
cutting edge toughens with use. Other 
types and sizes up to 3 cubic yards. 


he a a oe ee ae ee a a 
To: C. S$. JOHNSON CO., 
Champaign, Illinois 


[) Transit-Mix Plants 


Ih 
ee eee on ] Clamshell Buckets 


T3 BW AL 


at ae : sft otek . 
SULOS + BUCKETS 


CONCRETE PLANTS «+ BINS + RECEIVING HOPPERS + ELEVATORS 


2, Ill.) 
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Meets Consumer Needs 





43-0" — 





FLOOR PLAN shows the arrangement of 
product displays. Display mezzanine of 
774 square feet is not shown. 


1. S. KLEET, 
president 


Home Improvement Supermarket 


Mezzanine sales area is feature of tri-story glass-front 


showroom using American Lumberman fixtures. 


From a lumber concentration 
yard to a high-geared consumer 
sales organization is the long mer- 
chandising step taken by the Smith- 
town (N.Y.) (pop. 1,424) Lumber 
Corp. in the past 24 years. 

A tri-level “Home Improvement 
Supermarket” is the latest develop- 
ment in the firm’s streamlined pro- 
gram to build homeowner and re- 
modeling contractor business. 

The new air-conditioned building 
(110’x 43’) is a masonry structure 
in the heart of the town’s business 
district. The showroom is 38’x 43’ 
and a mezzanine display area in- 
cludes 774 square feet. The building 
is faced by a two-story high glass 
wall. Laminated wood beams (6”x 
20”) support the ceiling. The floor 
is terrazzo. 
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Sidney Lipsey, vice-president and 
manager, credits this magazine for 
help in store fixture design. 

“We are indebted to American 
Lumberman,” declares Sid, “for its 
series of articles on showroom and 
display fixture design, which were 
published during our planning and 
construction period. These articles 
gave us many ideas, which we incor- 
porated in the building and dis- 
plays. 

“At first, we bought fixtures from 
a commercial firm,” says Sid, “but 
we could see they were not tailored 
for adequate building products dis- 
play, so we sent them back. We used 
American Lumberman’s designs and 
had the fixtures built in a local mill- 
work shop.” 


Mezzanine display area. The 
mezzanine display area 43’x18’ is 
accessible from two stairways, one 
from the showroom and one from 
the administration area. The mez- 
zanine area is used to display heavy 
products ordinarily kept in the yard. 
It also serves as an area where new 
home and remodeling contractors 
can talk with their customers. 

Mezzanine displays include a 
packaged kitchen, cutaway attic and 
a basement room. Two American 
Lumberman-designed pylon units 
were built “because they allow dis- 
play of so many materials in so little 
space,” explains president I.S. Kleet. 

Smithtown Lumber Corp. started 
as a three-man yard in 1932. In 
1955, it achieved a gross sales vol- 
ume of over $5 million, mostly in 
sales of lumber and trim to project 
builders in the booming Long Island 
market. 

In the late Forties, the company 
established a concentration yard 
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HOME IMPROVEMENT supermarket is the advertising label 
given the new Smithtown (N.Y.) Lumber Corp. store. Adjacent 


is a 200-car parking area. 


. Se 


MAIN DISPLAY AREA (38'x 43') looking down from mez- 


zanine. 


Islands and wall display units are adaptations 


from American Lumberman blueprints. 


DISPATCH BOOTH, four steps higher than showroom level, commands full view of the 


yard. 


capable of handling 10 million board 
feet of lumber annually to serve 
project builders. When the building 
boom tapered off in their immediate 
area, Smithtown decided to adjust 
its business to concentrate on the 
need for garages, attic and base- 
ment remodeling, added rooms and 
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maintenance products. (See Ameri- 
can Lumberman, Sept. 3, 1956, page 
164.) 

Smithtown employs 65 people, op- 
erates 20 trucks and four fork lift 
trucks. Company officers besides 
Kleet and Lipsey are Frank Hand- 
schur, Jr., vice-president and Miss 


PYLON FIXTURE uses American Lumber- 
man design. It revolves on a post an- 
chored to mezzanine floor and ceiling and 
displays lumber samples, masonry, y ives 
spout, paneling, flooring, wallboard and 
other products. 


Hilda Bahnsen, treasurer, one of the 
three original employes. 

Architect for the new showroom 
was Gordon Wiedenkeller, Hunting- 
ton, N. Y., who worked as a laborer 
and truck driver for Smithtown be- 
fore graduating from architectural 
school. 


33 





You have less to 





RUGGED PANELS of Insulite Roof Deck are 2’ x 8’, in 1%, 2 and 3-inch thicknesses (2 and 3-inch available with vapor 
barrier). Beautifully finished ceiling side needs no plastering, painting, staining or waxing. Photo at right shows typical interior. 


INSULITE 


sells easy...sells fast...stays sold 








Insulite 


handle ...more 
oof Deck 





Your sale of roof and ceiling materials on 1400 ft. 
home with Insulite Roof Deck... about $645. 


Have you figured out what the big swing to open 
beam ceiling homes can mean toyou in larger average 
sales, in 1957? 

At national average retail prices, roof-and-ceiling 
material sales on popular size homes built with 
Insulite Roof Deck amount to $600 to $700. And 
this is business the lumber dealer gets for sure... 
because Insulite Roof Deck is decking, insulation 
and finished ceiling all in one. On a Roof Deck job, 


you can’t lose the insulation business. 

Also, Insulite Roof Deck jobs mean fewer items 
for you to handle; less space and money tied up in 
inventory. And often your deliveries are reduced as 
much as one full truckload. 

Talk to your builders now about smart new open 
beam homes built with Insulite Roof Deck. For 
special information, write us—Insulite, Minneapo- 
lis 2, Minnesota. 





CENTRALIZED PURCHASING is handled by Monroe Hibbs at Ruby Lumber Co. Beside 


eliminating much duplication of invoices and orders, Hibbs’ canny buying has led to 
real dollar savings for the firm. 


Streamlined Buying System PAYS OFF 


Besides saving money through careful buying, this 
Kentucky firm’s centralized purchasing department has 
avoided duplication of orders and invoices. 


After expanding its showroom 
and adding more diversified lines 
of building specialties, Ruby Lum- 
ber Co., Madisonville, Ky., was 
faced with the problem of stream- 
lining its expanded purchasing pro- 
gram. To centralize all buying and 
to avoid duplication of orders and 
invoices, Ruby set up a centralized 
purchasing department under Mon- 
roe Hibbs. 

“An efficient purchasing system is 
one of the most valuable assets a 
firm can have,” says general man- 
ager John Casner. “Besides saving 
us money through careful buying, 
Monroe Hibbs saves us a lot of time 
tracking down the source of orders 
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and checking purchase requisitions 
against invoices. There’s no way of 
accurately finding out how much 
money centralized purchasing has 
saved us, but it’s prevented a lot of 
confusion and aggravation.” 

Buying helps selling. “You have 
to make a profit on paper before you 
put an item on the floor,” purchas- 
ing agent Hibbs says. “This means 
buying at the lowest possible cost 
without sacrificing quality. It’s 
easier to sell when your selling price 
is low and a few cents can make the 
difference between a profit or no 
sale at the retail level.” 

To keep track of the trend of 
prices of various staple items, Hibbs 


keeps a ledger listing the selling 
price and current prices of these 
products. 

“T don’t have to refer to catalogs 
everytime I place an order,” Hibbs 
says. “With this reference list, I 
can see what’s going on in the mar- 
ket pricewise and we can revise our 
selling price as necessary.” 

Hibbs also relieves department 
heads of much of the irksome de- 
tails of buying and checking in- 
voices and screening salesmen. 

“The department heads have the 
final say on purchases,” Hibbs says. 
“All I do is watch prices and make 


(continued on page 39) 
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Sherman Fork Lift Saves 


Dealer Cost of Paving Service Yard 


The Swartz-Miller Lumber Company of Chesaning, 
Michigan, in addition to operating a building 
supply yard, also own and operate a concrete 
block plant. Because efficient materials handling 
about the new Swartz-Miller plant is a must, they 
recently bought a Sherman Fork Lift which is 
used extensively for moving bulk raw materials 
as well as the finished concrete blocks. 

And, as Mr. Geneman, operator of the unit 
points out, the Sherman Fork Lift saved the 
Swartz-Miller Company the cost of paving the 
service yard. The Sherman will travel easily and 
quickly over rough or muddy ground without 


*Manufactured for 
Sherman Products, Inc., 
by K-D Mfg. Co., 


Cleburne, Texas 


| Ait 


PRODUCTS, 
ROYAL OAK, MICHIGAN 


getting stuck or bogged down. Most conventional 
Fork Lifts need a paved surface to operate on. 
And paving a service yard is an expensive opera- 
tion! In addition, the Sherman can be driven 
under its own power to the delivery site to unload 
concrete blocks and other building materials. This 
has given them quite a competitive edge, accord- 
ing to Mr. Geneman. 

The Sherman Fork Lift* will lift 4,000 pounds 
ten feet high and will travel over almost any 
terrain. Call your local Ford Tractor dealer today 
for a demonstration or write for free Bulletin 
No. 1159. 


See Your Local 


FORD TRACTOR DEALER 
INC. _— 


For a Demonstration 


e POWER DIGGERS © FRONT END LOADERS © FORK LIFTS 


©1956, Sherman Products, Inc. ee 
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RIGHToRLEFT HANDsws7awzey/ 


TO CHANGE HAND J 
Let "SPARTAN" eliminate all 


JUST FLICK A LEVER: annoying installation problems! 


ee 
x ——" all It's ready to install as is, WITHOUT 
ANY CHANGE . .. on right or left 


3 sp ART AN hand doors. 
"SPARTAN" Closers are guaranteed 


UNCONDITIONALLY, , .for a long 

> 5 YEARS! Rugged construction, pre- 

THE FINEST cision machining and highest quality 
nyele) 4 fq Re}-) 44 Swedish Steel, assures a long life of 


AT ANY PRICE ! uninterrupted service. 
BROWN OR ALUMINUM FINISH UNBEATABLE PRICES 


oA SIZE FOR EVERY DOOR WRITE TODAY! 


eo LABORATORY TESTED DEALERS: Get this attractive 3 color 

eBEST IN VALUE counter display FREE. Sturdily con- 
structed and smartly designed, this 
demonstrator will do a job of SELLING 
for you! Delivered completely assem- 
bled, with closer already mounted . 


Changec to RIGHT or LEFT hand =i ready for ACTION! Write for Fall 
with a simple 7wict af the Whit! 1 particulars. 


= (15>. 








SALES REPRESENTATIVES WANTED 
SEVERAL CHOICE AREAS OPEN 











Ree ache aac aad dailies 23-27 LUDLOW ST. 
s Parker Movduane Whg. Corp. NEW YORK 2, N. Y. 
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HARGRAVE 


THE MOST COMPLETE LINE 











vontS tn MAGIC- 
Tamms SILA-TEX 


TEXTURE 





1 coat seals, covers cracks, repairs, renews, 
redecorates fast and easy, at low cost! 
Your customers will love the way 
SILA-TEX transforms broken, 
shabby walls into smart, modern 
NEW WALLS with wide variety 
of interesting textures. Anybody 
can do a professional job with this 
magic- -worker that’s so easy to use 
WRITE FOR FREE CATALOG _in WHITE and 10 SMART 
Showing a Clamp for every purpose, openings from 3%‘ to 12’ | COLORS. Dries fast, stays hand- Steul dav, 
rom Ya‘ “ isels, Punches, M - : : 
Seatc Setker ution, Sues Wien aan mee some. Small investment serves this SMOOTH PLASTER 


There is an Industrial Distributor Stock Near You big-profit, easy market for you. yoy A ue 


THE CINCINNATI TOOL COMPANY |e nor tics, price, rant selec ht, amataiton? 


2004 Waverly Ave., Cincinnati 12, Ohio WALL BOARDS 


Tamms INDUSTRIES, INC. 


228 North Lo Salle Street + Chicago 1, Illinois 


mu 





| 
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STREAMLINED BUYING 
(begins on page 36) 





it easier for them to buy by han- 
dling the paperwork.” 


Orders in quadruplicate. Upon 
receiving a purchase requisition 
from a department head, Hibbs im- 
mediately assigns it an order num- 
ber and makes out a purchase order 
in quadruplicate. The department 
making the requisition receives a 
copy; another copy is used to order 
the materials; two copies are used 
for Hibbs’ file and bookkeeping. Be- 
fore sending out the order, Hibbs 
checks his price ledger to learn 
where he can get the best price. 


Eliminates errors. Purchase or- 
ders are filed alphabetically accord- 
ing to the consignor. Hibbs lists 
purchase orders numerically in a 
loose-leaf notebook as a further 
check. Special orders are kept in a 
special file to expedite delivery as 
soon as the material arrives. 

“Previously special orders would 
lay around for days while someone 
was waiting for them. In several 
cases the specials ended up in inven- 
tory, or were sold and had to be 
reordered to keep the customer 
happy. Now as soon as a special 
order arrives we get in touch with 
the person ordering it.” 

With Hibbs’ system, it’s easy to 
spot duplication of invoices or im- 
properly filled orders. 

“We could go a step further and 
set up some form of centralized re- 
ceiving system,” Hibbs says. “One 
man could be responsible for check- 
ing invoices or packing slips against 
our purchase order as soon as the 
shipment arrived. At present, who- 
ever receives the shipment initials 
the packing slip and sends it to my 
office. Often it’s a matter of days 
before I check it against the pur- 
chase order and it’s difficult to prove 
there was a shortage or a mistake.” 


AIM 


Remodeling Booklet 


The special 36-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
featured in the Sept. 3 issue has 
been reprinted in booklet form. 
Single Copies $1, 25-50 copies 75¢ 
each, 51 or more copies 55¢ each. 
Send your order to American Lum- 
berman, 139 N. Clark Street, Chi- 
cago 2, Ill. 


ANTENA 
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New double band mill of Insular Lumber Co., Fabrica, Occidental Negros, Philippines, which produces 
80,000 feet per 8-hour shift. Plant has complete manufacturing facilities, including dry kilns. 


FROM THE ORIENT’S MOST MODERN MILL... 


PHILIPPINE MAHOGANY 


When you stock Ilco, you can be sure your customers will get 
Philippine Mahogany that surpasses NHLA standards. It is all 
uniform stock, grown in the same area on the island of Negros, 
and is graded after kiln-drying. No defective lumber is exported. 
Ilco Philippine Mahogany is outstanding for: 


¢ Firm Texture 


e Uniform Color 


‘ Extra Width 


* Extra Length 


PANELING + SIDING - MOLDINGS + FLOORING + TRIM + ROUGH AND SURFACED LUMBER 


Order from the distributor nearest you 


UNITED STATES 
ALABAMA— Montgomery 

Germain Lumber Corporation 
CALIFORNIA—San Francisco 

Davis Hardwood Lumber Company 

—Oakland 
White Brothers 
—Los Angeles 

Mahogany Importing Company 
COLORADO—Denver 

Frank Paxton Lumber Company 
ILLINOIS—Chicago 

Frank Paxton Lumber Company 

Columbia Hardwood Lumber Company 
INDIANA—New Albany 

Chester B. Stem, Inc. 
1OWA—Des Moines 

Frank Paxton Lumber Company 
LOUISIANA—New Orleans 

Dixie Lumber Company 
MASSACHUSETTS—Charlestown 

Winde-McCormick Lumber Company 
MISSOURI—Kansas City 

Frank Paxton Lumber Company 
NEW MEXICO— Albuquerque 

Frank Paxton Lumber Company 
NEW JERSEY—Camden 

Du Bell Lumber Sales Company 


INSULAR LUMBER 


NEW YORK—Brooklyn 
Anchor Sales Corporation 
Black & Yates, Inc. 
— Odessa 
Cotton-Hanlon, Inc. 
NORTH CAROLINA—Greensboro 
Brown-Bledsoe Lumber Company 
PENNSYLVANIA—Philadelphia 
Fessenden Hall Plywood, Inc. 
—Pittsburgh 
Germain Lumber Corporation 
TEXAS—Fort Worth 
Frank Paxton Lumber Company 


WASHINGTON—Seaftle 
Matthews Hardwoods, Inc. 
CANADA 


ALBERTA—Edmonton 
Fyfe Smith Hardwood, Ltd. 


—Calgary 
Fyfe Smith Hardwood, Ltd. 


BRITISH COLUMBIA— Vancouver 
J. Fyfe Smith Co., Ltd. 


ONTARIO—Toronto 
Robert Bury & Co. (Canada) Ltd. 
HAWAII 


HONOLULU 
American Factors, Limited 


SALES CORPORATION 


1405 Locust Street, Philadelphia 2, Pa. 
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SOFT PINE 


FORDY GE 


ROYAL OAK FLOORING 


HARDWOOD TRIM 
and MOULDINGS 
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Lots of Ideas from Model Store 


Dealers across the country tell how they will adapt 
American Lumberman’s store layout to their own 
operation. 


Thousands of lumber dealers visi- 
ted American Lumberman’s Profit- 
Maker Showroom at the NRLDA 
Exposition in Chicago last month. 
Here are a few of their comments 
as gathered by our staff. 


SIGNING UP for three sets of American 
Lumberman's blueprints for store fixtures 
after viewing the model store is Arthur 
R. Crow, Jr., Crow Lumber Co., Vermilion, 


Ohio. 


Will Copy Ideas 


I’m setting up my store now. I 
came to the exposition especially 
to see the Model Store and the way 
you finished it. I especially liked 
your cabinet hardware display. 

I also like the way you have the 
store divided into two sections, one 
for the self-service and the other for 
the bigger ticket items. 

Every store is a problem of its 
own. My new store is 26x76 feet, 
very nearly the size of your Model 
Store. I’m going to copy a lot of 
your ideas.—Henry M. Repka, H. M. 
Repka Lumber Co., Lancaster, N. Y. 


Likes Planning Center 


In my estimation, the zone sys- 
tem which displays related build- 
ing products in one area is the out- 
standing feature of the model show- 
room. Each area in the store serves 
a definite function in merchandis- 
ing a specific group of building ma- 
terials and related items, yet the 
whole store is integrated into a one- 
stop selling machine. 

Manufacturers’ displays have 
been integrated into the island and 
wall units without creating a clut- 
tered look so common to many build- 
ing materials showrooms. 

I like the location of the home 
planning center in the rear of the 
showroom. It’s visible from the 
heavy-traffic areas near the en- 
trance and sales counter, yet af- 
fords enough privacy to encourage 
browsing through the plan books.— 
Fred Dill, Dain & Dill, Inc., Car- 
mel, N. Y. 


BuILDING Propucts MERCHANDISER 


Carpenter 


Saves Space 


I like your roofing display and 
your paneling display with the lit- 
erature right along side. I think we 
might try that. We’re cramped for 
space and you’ve got some good 
swinging panels in your Model 
Store—C. R. Carpenter, Builders 
Lumber & Supply, Dunbar, W. Va. 


(continued on next page) 
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Below Eye Level 


I’m going to build a counter like 
yours. It’s so simple and a marvel- 
ous display in itself. In building 
your islands, you followed the same 
principle we did, so products are 
kept below eye level. I think ours 
are even lower than yours. I like the 
way you have used the ends of your 
islands for display purposes — J. 
Henry Hansen, Hansen Lumber 
Supply Co., Seattle, Wash. 


Collins 


Model Store Comets win mrnss 


I 


More Display Space 


Your display of doors is an im- 
provement over the usual exhibit. 
Also, your West Coast woods dis- 
play is good. Somehody gave a lot 
of thought to the store layout. 
There is more display here for the 
available space than any other store 
I’ve seen.—Oertell Collins, Forest 
City Lumber Co., Savannah, Ga. 


Will Copy Kitchen 
Models 


I’ve picked up several ideas I in- 
tend to use in our proposed show- 
room. Kitchen remodeling is the 
No. 1 home improvement, yet often 
overlooked by the average lumber- 
yard. I was impressed with the com- 
pact, model kitchens and the manner 
in which linoleum, wall tile counter 
tops and other related products have 
been tied together. In our new show- 
room we'll build a similar pair of 
model kitchens. 

The wall and island fixtures are 
compact and flexible enough to sat- 
isfy the needs of any showroom. 
We’re going to duplicate the paint 
and hand power tool merchandising 
departments.—George Burton, Bur- 
ton Lumber Co., South Norfolk, Va. 


Guide to Better 
Merchandising 


Looking over the compact home 
planning center in the model store, 
I feel we’ve overbuilt this depart- 
ment in our new showroom. I think 
we'll modify our planning center and 
devote more space to do-it-yourself 
merchandising. 

The model store has reassured me 
we’re on the right track. We moved 
our entire operation from the cen- 
ter of town to the suburbs and made 
an attempt to create more pickup 
business. 

It’s always been a problem to inte- 
grate related products into a com- 
pact display, especially in the paint 
department. I think the wall fixtures 
in the model store do an admirable 
job of merchandising paint and ac- 
cessories and we’re going to build a 
similar fixture—Jack Shoemaker, 
Capital City Lumber Co., Columbus, 
Ohio. 


Shoemaker 


End-Use Dramatized 


I like the manner in which the 
end-use of lumber is dramatized 
with photographs on the swinging 
panel displays. It’s been a problem 
for us to create displays of wood 
samples and related products that 
have the power to make people stop 
and look. 

On the swinging panel displays, 
this is accomplished with sharp 
photographs suggesting projects the 
average handyman can do himself. 
I think I’ll try a similar treatment 
and place end-use photographs 
alongside wood and plywood sam- 
ples and give an approximate cost 
for the materials needed to do the 
job. 

The island units seem to be well 
placed. Besides directing traffic to- 
ward the sales counter, they also 
stimulate self-service buying—D. G. 
McPhail, Beaver Lumber Co., St. 
Catherines, Ontario. 


Practical Layout 


I like the practical layout. In fact, 
you have some good ideas that I’m 
going to use. 

As wholesalers we feel a responsi- 
bility to find new, practical items 
and merchandising ideas for our 
dealer customers to handle. We’re 
going to take your Model Store sell- 
ing message to them.—Don Brown, 
Morrison-Merrill & Co., Salt Lake 
City, Utah. 
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Boost your salés<(sthis Spring through 
the LIVING Treasure Chest Promotion! 


The April 1957 issue of LIVING will contain a fascinat- 
ing editorial feature which will authoritatively point 
out to young homemakers the many space creating and 
room saving improvements to be gained by remodel- 
ling present floor space. Latest ideas and information 
on remodelling projects will be gone into in detail 
AND ... as an integral part of the feature — readers 
will be informed that numerous space creating ideas 
and informative booklets are theirs for the asking at 
their neighborhood Treasure Chest headquarters — 
YOUR STORE. : 








* 100 Treasure Chest packets, illustrated, will be 
supplied to you by LIVING. In these packets you place 
the many free product pamphlets that manufacturers 
supply to you. 

© Counter cards... cash register signs . . . two of 
each . . . identifying your store as a local Treasure 
Chest Headquarters. 


® Window banners .. . telling young homemakers 
in your community you are ‘interested in their home 
improvement and space saving problems. 


¢ A full year subscription to LIVING For Young 








Make your store a Treasure Chest headquarters of home 
improvement ideas by participating in LIVING’S unique 
promotion designed especially for you. 


introduced at the NRLDA show in Chicago, this program 
attracted wide attention from lumber dealers anxious 
to capitalize on the authority and prestige of LIVING, 
the only home magazine edited for your best prospects 
for home improvement products — the young families 


Qvof your area. 








bn 7- 
Here’s how the Treasure Chest promotion works — 


Homemakers .. . will help you to keep abreast of 
all the latest developments young families are inter- 
ested in. 

¢ Newspaper mats... . for use in local advertising. 


® Listing of your store’s name in the April issue of 
LIVING . . . thousands of readers in your own area — 
3,000,000 nationally — will see your store’s name and 
address. AND LIVING will also advise all building 
product suppliers and manufacturers advertising in 
the April issue of your store’s participation . . . enabling 
you to receive their latest booklets for your Treasure 
Chest packets. 














For all this wonderful, sales building promotion material you pay only $10.00. 
This is far less than cost of material. And everyone is a winner in this novel 


Treasure Chest promotion: Manufacturers ...suppliers... 
customers... But most of all YOU the retailer! 


Hundreds of the hottest prospects for building materials — young 
homemakers, who make seven out of ten home purchases, will be 
entering your store for Treasure Chest packets. They will BUY where 


they receive this free, helpful information. 
Te) Nem a@) Via 4a: 
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A Street and Smith Publication 
575 Madison Avenue, New York 22, N. Y. 


| LIVING for Young Homemakers 

575 Madison Avenue, New York 22, N. Y. 
Please list me in your April issue as a TREAS- 
URE CHEST lumber dealer participating in the 
big spring Home Improvement promotion and 
send my Treasure Chest promotionkit to: 


Firm Name 





Address 





Signed 
[] Please bill me [[) Enclosed is check for $10 





f-------------- 
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Hallway Doubles 
As Display Space 

A hallway leading from the show- 
room to the yard area is fully uti- 
lized at Voleo Builders Supply, Inc., 
Jerome, Idaho, for displays of light- 
ing fixtures, ventilating louvers and 
door chimes. 

“It is difficult to find display space 
for these items,” says Vic Cam- 
mozzi, general manager, “because 
they are not impulse items. The dis- 
play in the hallway utilizes space 
which formerly went to waste.” 

The hot-spot display, right fore- 
ground, for garden accessories was 
made with concrete blocks and dam- 
aged flush door. 


aR 


Patio INSIDE Showroom Boosts Outdoor Living Sales 


Lack of outdoor display space led 
the West Lumber Co., Atlanta, Ga., 
to install a model patio inside their 
showroom. 

“It’s worked out very profitably 
for us,” says Ed De Motte, adver- 
tising manager. “Last season we 
sold 120 combination bench-picnic 
tables, about 7,000 colored patio 
stones along with tie-in products.” 

The patio occupies a 10’x10’ area 
near the sales counter. Patio stones 
were laid loose over the asphalt tile 
floor. The display contains picnic 
tables, brick for walls, floor stones, 
charcoal grills and outdoor cooking 
utensils. Outdoor cutlery, hot dog 


Fence Display Has Dual Purpose 


Ruby Lumber Co., Madisonville, 
Ky., gets a lot of use from its fenc- 
ing display across the street from 
the main showroom. Besides screen- 
ing the customer parking area from 
the showroom, the display area is 
used to promote different sizes of 
cedar fence posts. 
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To get full use from the limited 
area, Ruby has set one fence dis- 
play a few feet apart. Three differ- 
ent types of stockade fencing are 
displayed in the rear row and two 
types of low, cedar fencing are 
shown in the front. 


holders and similar items hang on 
a side wall. 

All products are clearly signed 
and price-marked. 


Sere Re eee we wy 


“Tote Board" Shows 
Construction Progress 


A glance at the “tote board” in 
the Forkner-Manger Lumber Co., 
Anderson, Ind., makes it possible to 
see instantly how construction is 
progressing on homes being built 
by the firm’s contractor customers. 

Each vertical column represents 
a different house job. The columns 
are headed by the job number and 
the name of the subdivision. Small 
outlines of homes are cut of heavy, 
colored paper and thumbtacked into 
place to indicate when a specific 
phase of construction is completed. 
A red cardboard cutout is used to 
indicate what construction is now in 
progress on any specific job. 


January 7, 1957, AMERICAN LUMBERMAN 





WAI 


HOTPOINT CO. 


monthly sales average 


*10,000 INCREASE 


for these 5 dealers as 


CUSTOM-KITCHEN SPECIALISTS! 


HERE'S THEIR 4-MONTH SALES RECORD... 
621 HOTPOINT APPLIANCES 188 COMPLETE KITCHENS $200,000 SALES 


These are the highlights of the sensational ‘The 
Connecticut Story’’— the documented story 
with names, facts, and figures—about the profit 
possibilities awaiting you as a Hotpoint Cus- 
tom-Kitchen Specialist! Here’s your big 
chance for maximum profits from the 
kitchen modernization boom! Fil! out the 
coupon for your ‘Connecticut Story’’—and 
phone your Hotpoint Distributor today! 


Only Hotpoint offers this complete package! 


1. Nationally-respected appliances ... 
unequalled in acceptance, quality, variety. 


Address. 


2. Appliance prices... that enable you to 
meet any competition! 

3. Profitable arrangements... with cabi- 
net and accessory manufacturers. . . arranged 
by your Hotpoint Distributor! 

4. Sub-contractor arrangements .. . also 
arranged by your Distributor. 

5. Kitchen Planning Service ...to make 
you an outstanding modernization authority. 
6. Powerful merchandising and advertis- 
ing materials ... to bring you prospects. 
7. Versatile finance plans... for you and 
your customers. 





Hotpoint Co., Builder Full Line Division 
5600 West Taylor Street, Chicago 44, Illinois 


Dear Sir: 
Please send me a copy of “The Connecticut Story." 





Your Name 


Your Company’s Name. 


Ee 





SCALE MODEL of an arch-type shed has proved a potent sales tool for lowa lumberman Francis 
Koenecke, right, who discusses the growing popularity of this type structure with Arthur D. Morrill, 
left, Wheeler Lumber Bridge and Supply Co., Des Moines, and Mrs. Koenecke. 


Arches — Key to Profitable Building Packages 


Farmers buy arches, 
sheathing, roofing and 
other materials to build 
grain storage buildings, 
machine sheds, cattle 
shelters and other struc- 
tures. 


Farm structures built with fac- 
tory-cut, segmented arches are 
rapidly becoming a package sales 
builder for several midwest re- 
tail lumber dealers. 


“As a lumber dealer I’ve learned 
that precut arches are opening a 
field for package sales we haven’t 
been able to handle previously,” 
says Francis Koenecke, manager, 
Harker-Beauman Lumber Co., 
Estherville, Iowa. “By offering the 
farmer a financing plan and help- 
ing lay out his buildings, we have 
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a system which makes it possible 
for us to compete with prefab 
farm structures. 

“We were skeptical about their 
acceptance by farmers,” he adds, 
“but within six months we sold 
two carloads of these arches at 
a tidy profit. Several customers 
are so pleased they’re planning 
more arch-type utility buildings 
this year. Already we’ve sold this 
type construction for over a mil- 
lion bushels of grain storage ca- 
pacity. 

“Actually, segmented arches are 
the most profitable thing I’ve han- 
dled in the yard,” Koenecke adds. 
“Besides being easy to handle and 
warehouse, they develop complete 
building materials package sales. 
Last year we sold 2% carloads of 
aluminum siding as part of arch- 
roof type packages. This is one 
package that’s a natural for the 
lumber dealer from the concrete 
footing up.” 


Multiple uses. The uses for arch- 
type buildings is limited only to the 
dealer’s imagination. One of Koe- 
necke’s customers, Olaf Tweedt, 


has purchased several large grain 
storage buildings from Harker- 
Beauman. 

In Worthington, Minn., turkey 
raiser Bedford Ludlow used arch- 
type construction to erect a two- 
story turkey house for $10,000. 
The Russian farm delegation tour 
ing the midwest last summer was 
impressed by the 40x200-foot 
structure, which houses 15,000 
fryers. 

Several Kansas dealers report 
the precut, Gothic arches are be- 
coming popular for church con- 
struction, while dealers in Ne- 
braska are selling the segmented 
arches for machine sheds, cattle 
shelters, potato storage and utility 
type buildings. 

About half the purchasers erect 
the buildings themselves. Once the 
arches are assembled, construction 
can proceed at a rapid pace. 


Compact package. The arches 
are precut, drilled and grooved at 
the factory. Each arch is pack- 
aged as an individual unit con- 
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WOOD SHEATHING is applied directly to the arches of this grain storage building at Milford, 
lowa. Aluminum exterior sheathing is applied over 2x4 girts on 24-inch centers. INSET: OUTSIDE 
of grain storage shed which has a capacity of 120,000 bushels. Aluminum sheathing is used to 
keep grain temperature low as possible. 


taining the precut lumber, split- 
ring connectors, nuts, bolts, wash- 
ers and angle iron anchors. 


Assembly time is about 20 minutes 
per arch. Only tool required is a 


wrench. 

The arches are available in 
spans from 24 to 60 feet. The 
manufacturer recommends a 4 to 
6-foot spacing, depending upon the 
type of building. 


Financing package. As part of 
the package, the dealer can offer 
the customer a financing plan 
which spreads quarterly or semi- 
annual payments over a _ three- 
year period. 

The dealer simply furnishes the 
financing agency with the speci- 
fications of the building desired 
and the customer’s name and ad- 
dress. The credit check and book- 


keeping is handled by the financ- 
ing agency. The lumber dealer re- 
ceives a lump sum payment when 
the building is completed. 

“Sold only by lumber dealers, 
these packages put us on a com- 
petitive basis with prefab farm 
building promoters,” Koenecke 
says. “With a financing plan and 
easy construction, we have a pack- 
age to offer the farmer who needs 
another building.” 


POST-AND-BEAM CONSTRUCTION helps support the second floor of the turkey building at 


Ludlow, Minn. The 2xI0 stringers are hung directly to the arch. 


Posts support the center. 


Cross stringers are 2xl0s on 16-inch centers. INSET: OUTSIDE of turkey building which has 
15,000 feet of floor space on its two floors. Total erection cost was about $10,000. 

















Available January 21,1957, themostcomplete 
building products buying guide ever published 


14th 
ANNUAL 
PS SUE 


Makes other product 
directories obsolete 


Improved, and new, and exclusive in the 1957 Dealer 
Products File issue of American Lumberman are: 
@ an enlarged Buyers Guide, to accommodate the 
classified listing of more than 8,000 manufacturers of 
building products and equipment. 
@ Completely new, fast-reading streamlined charts 
and tables of up-to-the-minute building materials 
application and specification data. 
@ All new organization of material, making it easier 
for you to find the information you want when you 
need it. 
@ Exterior index, consisting of die-cut thumb tabs, 
gives you instant access to the title pages of major 
product aud data sections. 

All these useful improvements are based on inten- 
sive personal interview research among dealers across 








NEW THIS YEAR 

e exclusive, built-in thumb index 

e faster-reading charts and tables 
of product data 
enlarged BUYERS GUIDE listing 
more than 8,000 manufacturers 
improved timing, in January, for 
all year use 








the country. The result, is a dealer directory of build- 
ing products that makes other product directories 
obsolete. 

A brand new book, cover to cover, the 1957 Dealer 
Products File is the most comprehensive and useful 
guide to the buying, selling and use of building prod- 
ucts and equipment ever made available to lumber 
and material wholesalers and retailers. 





PUBLICATION DATE: January 21, 1957. 

SINGLE COPY PRICE: $2.00. 

AMERICAN LUMBERMAN SUBSCRIBERS get the 

improved, all new 1957 Dealer Products File 

as a regular part of their subscription, at no 
| extra charge. 


‘ e 
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The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
cheek on purchases made approximately ten days before receipt of the magazine, 


DOUGLAS FIR 
Vertical Grain Flooring 


Flat Grain Flooring 


Drop Siding 


Ixé (Pat #106 
Ix6 (Pat #116 


Construction 
Standard 


76.00 
72.00 
Standard Dimension 

2x 4 66.00 66.00 
2x 6 65.00 68.00 
2x 8 69.00 68.00 
2x10 70.00 71.00 
2x12 66.00 66.00 


Utility Dimension r/I only 


(Add $8.00-$10.00 for dry lumber.) 





RED CEDAP SHINGLES 


Royals 
No. | 24"' 4/2 
No, 2 24" 4/2 
No. 3 24" 4/2 


Perfections 


No. | 18" 
No. 2 1g"* 
No. 3 1g" 


XXXXX 


5/2", 
5/2, 
5/24 


16" 5/2 
16" 5/2 
16" 5/2 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed cars, new 
bundling &' to 18' are: 
Beveled Siding, '/2 inch i 


i by 4 inch.... «eee HMO J 55.00 
by 5 inch Y 
Vy by 6 inch 
i, by 8 inch 
Clear Bungalow Siding, % Inch. 
8 inch en 
10 inch 
12 inch : 
Finish, B and Btr. $2 or 45S, 
6' to [6' or rough 
Ix 8 
Ix!0 
COED: cc diwobbthuss ditannces 
Ceiling or Flooring, B and Bir. 
3' to 16° or longer c 
125.00 
145.00 


Discount on mouldings 6' to 20' odd lengths 
Series 8,000— 

Listing under 2.00—list plus 35 per cent 

Listing 2.00 and over—list plus 40 per cent 
om Sota 1 *& x 1%4""—5' to 18" 

100 i 


BuILpING Propucts MERCHANDISER 


WESTERN PINES 


Ponderosa Pine 


Selects 
S? or 4S 


Commons, $2 or 4S 


x8 RL 

Ixl2 RL 
Idaho White Pine 
Selects $2 or 4S 


Sugar Pine 
Selects $2 or 4S 


5/4 RW 


and 
4/4 RW 6/4 RW 8/4 PW 
275.00 280.00 295.00 
225.00 240.00 250.00 


No. | 
142.00 
144.00 


No. 3 
72.00 
74.00 


1x8 
290.00 
210.00 


No. 2 
150.00 
160.00 





OAK FLOORING 


Clear Plain 
Mx2'/, 
White ...........190.00 
eee 205.00 
Sel Plain 
White .. 175.00 
Red .. 
#1 Com. 
White 
Red 


Plain White & red 67.00 


#1 Com. & Btr. 
Shorts 
1, 


Mx, 
178.00 
185.00 


Vox I '/p 
160.00 
160.00 


150.00 
150.00 





SOUTHERN PINE 


Vertical Grain Flooring 


Drop Siding 
x6 # 
Ixé ZING 


Boards & Shiplap 


1x6 
No. | (D grade) 130.00 
No, 2 85.00 


No. | Dimension (Dense) 
12' 14° 
2x4 100.00 100.00 
2x6 100.00 
2x8 100.00 
2x10 115.00 
2x12 130.00 
No. 2 Dimensio 
2x4 95.00 
2x6 
2x8 
2x10 


B&Btr 


..225.00 


170.00 
175.00 


191.00 
191.00 


x8 
130.00 
80.00 
83.00 


2 3S< 
3338 


~ 
ao 


~2333 BARSS SRBBBx 
BBRBS B88BR SB88e- 


82282 853° 
S83838 888883 > 
ne28s 

BaneSa 


REDWOOD 


xx eM MMM OM 
SacSacea 
<<<<<<< 
DODDDDE 


. Clear All Heart 


%x12 V.G. Clear All Heart 
Note: A grade V.G. Redwood Siding $5.00 jess 
for 2, % and % in above sizes. 


Finish 


Ix 4 Clear Heart S4S 

Ix 6 Clear Heart S4S 

Ix 8 Clear Heart S4 
Ix!0 Clear Heart S4S.... 
Ix!2 Clear Heart S4S 





WESTERN HEMLOCK 
Vertical Grain Flooring 


Drop Siding 


Ixé (Pat. #£106) 
Ix6 (Pat. #116) 


Ceiling 


Construction 
Standard 
Utility 


Construction Dimension 
12" 
76.00 
76.00 
78.00 
x 78.00 
x! 76.00 


Standard Dimension 
2x 4 71.00 
2x 6 71.00 
2x 8 73.00 
2x10 73.00 
2x12 71.00 


Utility Dimension r/! only 





ENGELMANN SPRUCE 


Boards and Shiplap (Dry) 


Ixé 1x8 

No. 2 and Btr....107.00 112.00 
No. 3 os . 79.00 83.00 
. | Dimension 
12° 14 16’ 

4 74.00 74.00 
6 74.00 74.00 
8 ‘ 76.00 76.00 
10 ; 78.00 77.00 
12 
2 


common. 
as in fir. 
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© reattwe Qate starestapy 
Award 


ies antes Way aa . 


F. C. (Jack) Terzia, Jr. receiving first-prize certificate and $100 check from American 
Lumberman's editor, Art Hood, at NRLDA banquet in Chicago. 


Related Selling Really Pays Off 


Louisiana manager wins American Lumberman contest with an 


astounding story of what happened when he opened the door after 


closing time one Saturday. 


Jack Terzia, Jr. had closed his 
store in Bastrop, La. one warm Sat- 
urday last summer and was about 
to go out the back entrance. Sud- 
denly he heard a tap on the front 
door. Should he answer it or not? 
He turned back and unlocked the 
door. 

The tardy customer said he was 
interested in tools. He strolled over 
to the hand tool department, studied 
the display and then selected one of 
each kind. This type of sale aroused 
Jack’s curiosity. Consequently, he 
asked the kind of question every 
good salesman should ask: 

“What do you plan to use these 
tools for?” he inquired. 

It developed that the customer 
wanted a complete set of tools for a 
trade school. Jack immediately sug- 
gested the importance of a tool box 
for storage and the customer agreed 
that he would be needing a lot of 
such boxes. 

To make a long story short, the 
initial order for tools for the trade 
school developed into a total sale of 
$9,907. But it didn’t end there. The 
trade school needed a new wing for 
the students who were going to use 
these tools. The materials sale for 
that wing totaled $7,055. 

Subsequent sales arising out of 
the initial sale of tools have amount- 
ed to $5,800, making a grand total 
of almost $23,000 simply because 
Jack decided to open the door after 
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closing time and because he was 
intelligent enough to answer that 
all-important question, “What do 
you plan to use these tools for?” 

Incidentally, every time an em- 
ploye of the Terzia Company rings 
up a sale he faces a sign on the cash 
register, which reads: “Have you 
suggested related items?” 

As the result of this outstanding 
example of related selling, Jack was 
awarded the first-prize certificate in 
the related selling contest sponsored 
by American Lumberman plus $100 
expense money toward his trip to 
the recent NRLDA Exposition in 
Chicago. 

Jack started working as an er- 
rand boy around a lumberyard when 
he was seven. He attended Tulane 
University, spending his vacation 
working around the yard. Upon 
graduation, he started work as a 
bookkeeper in the yard, later became 
a salesman and finally the manager 
of the Bastrop branch of Terzia 
Lumber & Hardware, Inc. 

Honorable mention winners were mailed 
certificates by AMERICAN LUMBERMAN. 
These winners were: Fred D. Phelan, Carter 
Lee Lumber Co., Indianapolis; Wayne Phillips, 
Carl McCaslin Lumber Co., Hereford, Tex.; 
Mrs. Marian R. Meyers, Antrim Lumber Co., 
Wichita, Kans.; Ivan A. Knapp, Warfield Lum- 
ber & Coal Co., Monmouth, Ill.; Robert 
Clement, Mountindale (N.Y.) Lumber Co.; Rod 
Burley, Tracy & Jones, Inc., Hornell, N. Y.; 
Carl Jenkins, Bader Corp., Gary, Ind.; Andy 
Seudder, Dunlap & Co., Inc., Columbus, Ind. ; 
Joe McClafferty, Tracy & Jones, Inc., Hornell, 
N. Y.; E. R. Nailor, Nailor Lumber Co., Port 
Angeles, Wash.; Howard Ashford, W. R. 
Spalding Co., Farmersville, Calif. 


Greear Reid 


Hubert D. (Jim) Greear has been 
employed by the Florida Lumber and 
Millwork Association as a field repre- 
sentative. He took over his duties on 
Oct. 15. With the increasing services 
and activities of the association, the 
board of directors decided it was 
necessary to have a representative to 
make personal contacts with the mem- 
bers and assist them in deriving more 
benefits from their association. Jim 
will also represent the Florida Build- 
ing Material Insurance Exchange. 


Secretary-manager E. M. Garner 
announces the Carolina Lumber & 
Building Supply Association has se- 
lected Robert L. (Bob) Reid as its new 
field secretary. For the present, Reid 
is spending most of his time in the 
association offices in Charlotte, N. C, 
becoming acquainted with the associa- 
tion services and some of the dealers’ 
and the industry’s problems. Soon he 
will be spending more and more of his 
time visiting the dealers in the 
Carolinas. 


For the past year and a half of op- 
eration, the official publication of the 
New York Lumber Trade Association 
has been operating under the title of 
Lumberland and The New York Lum- 
ber Trade Journal. Effective Jan. 1, 
1957, the name of the publication will 
revert to The New York Lumber Trade 
Journal, reports editor Tom Duggan, 
who adds, “We feel it is more ade- 
quately descriptive of our function.” 


Obituaries 


Ward P. Brown, founder and 
director of the Ward P. Brown 
Lumber Co., San Francisco, died 
of a heart attack at his home 
Sept. 25. He was 65. Mr. Brown 
entered the lumber business when 
he was 12, driving a team of 
horses for the Acme Lumber Co. 
in San Francisco. 


Joseph R. McCready, secretary- 
treasurer of the W. J. McCready 
Lumber Co., Forest Grove, Ore., 
died of a heart attack Sept. 23. 
He was 52. He is survived by his 
widow, Laura; a daughter, Mary 
Agnes; a son, Robert; and a 
brother, William W., with whom 
he had been associated in busi- 
ness. 
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K-V 1 
Clothing Carrier 


ES | 


K-V 2 
Closet Rod 


K-V 3 
Garment Bracket 


K-V 789 
Shoe Rack 


K-V 798 
Disappearing 
Towel Rack 


K-V 790 
Disappearing 
Pan Rack L 

L 
More Than 100 K-V Fixtures 
to Make Your Home 


More Convenient! 


ik * 


K-V 992 Sliding Door Hardware 


K-V also has a complete line of top 
quality drawer pulls, door handles, locks 
and catches, 


the most agked for 


name in fixtures! 





You can satisfy almost any customer with K-V’s choice 
of more than 40 fine fixtures for closets and kitchens. Beautifully 


Styled and handsomely finished in polished chrome, K-V fixtures are 


made for years of service and designed for the greatest 
convenience in storing everything from hats to shoes in closets. 
And for the kitchen, K-V fixtures include similar top 

quality racks for storing pans, towels and cups, 


FAMOUS FOR BUILT-IN CONVENIENCE HARDWARE 


sas a2 Saale . 
i arereae 


K-V 1300 Drawer Slide 0-180 for open wall shelves 


K-V 80-1 

K-V 233-239 for built-in shelves 
Ask your jobber 

for complete catalog and price lists, 
or write us. 


KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 


Se 


Circle No. 26 on Coupon, page 64. 








Find out how CRESTLINE’S 
CARLOAD SERVICE 


means more profits for you! 


1; neslline 


MILLWORK 
® 
for the homes of today 


Crestline Stacking Awning Window Units 
Crestline Removable Double-Hung Window Units 
Crestline Removable Slideby Window Units 
Crestline Casement Window Units 

Crestline Aluminum Combination Doors 
Crestline Weatherstripped Door Frames 

and a complete line of stock millwork 


ON DISPLAY AT BOOTH 536 


SHERMAN HOTEL, NAHB Show, Chicago, Jan. 20-24 


Send for free literature and more information 


MFGD, BY THE SILCREST CO. * WAUSAU, WIS. 





OFFERS 


aS cake mand omits ~ = 


The ultimate in garden products 
and Redwood furniture 
to increase 1957 sales 


Create a profitable Redwood 
products department from 
America’s largest assortment. 

Write for details about an entirely new sales plan op 


pergolas, arches, fences and barbecue sets that can 
double your volume and profits. 


All shipments FOB factories Michi- 
gan, Minnesota, Wisconsin or Cali 
fornia. 


VANDY-CRAFT 


The Ultimate in Redwood Products 


14105-1712 Merchandise Mart 
Chicago 54, Illinois 











Circle No. 27 on Coupon, page 64. 
BUILDING Propucts MERCHANDISER 


Circle No. 28 on Coupon, page 64. 


51 





What's Ahead in ‘57 


Extensive expansion in manufacturing facilities, adver- 


tising and merchandising campaigns spearhead manufac- 


turers’ plans for a good year. 


END-MATCHING MACHINE in the 
$1,000,000 flooring plant of the Frost 
Forest Products Div. assures quality and 
uniformity in tongue and groove opera- 
tions. Strips of oak flooring that have been 
surfaced and tongue and grooved on the 
sides are tongue and grooved on the ends 
by this new automatic machine. 


OLIN MATHIESON CHEMICAL 


A new $1,000,000 hardwood floor- 
ing plant was opened recently by the 
Frost Forest Products Div., Olin 
Mathieson Chemical Corp., in 
Shreveport, La. The new flooring 
plant, using mass production tech- 
niques, was built to handle demands 
in tomorrow’s market,” said A. 
Richardson, manager, hardwood 
flooring sales. “If surveys are indic- 
ative of a trend, the wood-flooring 
producer with mass production fa- 
cilities and quality control will grow 
stronger in tomorrow’s market,” he 
added. 

Richardson says he expects more 
than 1,000,000 housing starts by the 
home building industry in 1957 and 
predicts a growing home construc- 
tion market for at least the next 
decade. 


YOUNGSTOWN MFG. 


Youngstown Mfg., Inc., Youngs- 
town, Ohio, doubled its production 
facilities Jan. 1, when it began full 
scale operation of its recently ac- 
quired plant in Louisburg, N. C., 
repor‘s president H. E. Schuler. 
Totai extrusion and smelting capac- 
ity of approximately 2,000,000 
pounds per month is possible under 
the expanded operations, Schuler 
adds. 
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ALUMATIC CORP. 


The Alumatic Corp of America, 
Milwaukee, Wis., is offering its 
dealers ‘‘a daring and dramatic new 
selling sizzle for 1957—a home- 
owner’s 20% Fuel Saving Guaran- 
tee,” reports vice-president Robert 
Agulnick. Everyone who buys a 
complete installation of Alumatic 
storm windows and doors receives a 
written guarantee that he will save 
at least 20% on fuel the first year. 
If the customer doesn’t save the 
promised amount, Alumatic pays 
him the difference—in cash! 

The guarantee will be issued by 
the individual dealer and backed by 
Alumatic. It applies to any size 
home, any age home and even to 
homes where present storm window 
and door installations are being re- 
placed. According to general sales 
manager Arthur O. Weiss, the new 
guarantee should more than double 
Alumatic dealers’ sales in 57. 


PORTLAND CEMENT 





ARTIST'S DRAWINGS of two new build- 
ings planned for construction at Portland 
Cement Association Research and Devel- 
opment Laboratories, Skokie, ili. Fire Re- 
search Center (top) and Structural Devel- 
opment Laboratory (bottom) will be of 
tilt-up wall construction. Estimated to cost 
about $2,750,000, the new structures are 
scheduled for completion late in 1957. 








CELOTEX national ads will feature 
Women's Congress homes. Shown above is 
one of the series of page-and-a-quarter 
ads to be included in the firm's 1957 
advertising campaign. 


CELOTEX CORP. 


“The homes U. S. Women asked 
for” will be featured in Celotex Cor- 
poration’s 1957 national advertising 
and in its 1957 Book of Homes. The 
NRLDA, prominent architects and 
the Celotex Corp., Chicago, cooper- 
ated in designing homes that meet 
specifications set forth at the U. S. 
Women’s Congress on Housing. 

The ads will invite readers to 
send for the 1957 book, which gives 
designs and floor plans for 19 mod- 
erate cost homes, as well as infor- 
mation about estimating building 
costs in various localities. 

“The 1957 campaign has_ been 
created with two prime objectives,” 
says executive vice-president Henry 
W. Collins. ‘First, we hope to stim- 
ulate new desire for home owner- 
ship by promoting these houses 
with features advocated by women. 
And second, to activate the desire, 
the ads direct potential customers 
to their Celotex dealers.” 


HARBOR PLYWOOD 


Climaxing a year of an aggressive 
expansion program in production, 
sales. service and advertising, Har- 
bor Plywood Corp., Aberdeen, 
Wash., opened a new warehouse in 
Dallas, Tex., recently, to better serve 
the southwest. 

“Harborite sales are moving 
ahead in all sections of the cuuntry,” 
reports president Martin N. Deg- 
geller. “The few remaining areas of 
the country not having company- 
owned warehouses or independent 
distributor services will be filled in 
during 1957. Advertising of Harbor- 
ite will continue at a high level. We 
look most enthusiastically toward 
the new year.” 


(continued on page 59) 
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COMPANIES ANNOUNCE 


Yale & Towne Mfg. Co., Philadelphia, announces it will 
construct a modern industrial lift truck sales and service 
branch in Los Angeles as the first step in a widespread 
western expansion plan to meet the demands for Yale 
products. . . . Norman D. Rice has been appointed vice- 
president for manufacturing and engineering by Inland 
Steel Products Co., Milwaukee, manufacturers of the Mil- 
cor line of steel building products. Henry E. Storck is In- 
land’s newly appointed sales engineer in the District of 
Columbia and parts of Maryland, Virginia and West 
Virginia. 


Don R. Wall has been appointed to the new post of direc- 
tor of consumer sales for Atlas Plywood Corp., Boston, Mass. 
He will form a new department and will direct all sales and 
distribution activities for the company’s expanding new line 
of residential plywood wall paneling. 


Herbert S. Callahan, formerly assistant sales manager of 
the Atlas Tack Corp., Fairhaven, Mass., has been appointed 
sales manager for the firm’s entire line of Standard Products. 
He joined Atlas in 1954, specializing in the production and 
sale of rivets and staples. 


Clyde O. Hess has been named manager of public infor- 
mation of the Armstrong Cork Company’s public relations 
department. Hess, formerly manager of product informa- 
tion, joined the Lancaster, Penna., firm in 1942... . Joseph 
A. McCabe has been named sales manager for the Power 
Tool Div. of Electro Engineering Products Co., Inc., Chicago. 
William C. Russell has been named assistant sales man- 
ager. 


Tarter, Webster & Johnson, Inc., San Francisco, announces 
the appointment of Atle Evje as manager of its new ply- 
wood sales division. The company’s green veneer plant, 
under construction at Hayfork, Trinity County, Calif., will 
be in operation shortly after the first of the year. In addi- 
tion to handling the output of TW&J’s green veneer plant, 
estimated in excess of 12 million feet annually, Evje will 
be active in the procurement of west coast plywood for 
TW&J customers. 


QUICK THINKING saved the day when the regular Insulite dis- 
play didn't arrive in time for the show at the recent Oklahoma 
Lumbermen's Association convention in Oklahoma City. Sales- 
men Frank Mackey (far left) and Mike Klein (second from left) 
of the Minneapolis firm did some improvising. They set up a 
"Headache" Bar and were kept busy dispensing free aspirin and 
Bromos to the many dealers who visited the exhibit. 
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Symbols 


of 
Strength 





Symbol extraordinary in this 
grand old world of trees — The 
Big Cypress in Florida, pushing 
its crest 127 feet skywards, esti- 
mated to be 3,500 years old! 





Symbol outstanding in the fab- 
ulous world of lumber and wood 
products —the seal of the 
National-American Wholesale 
Lumber Association, outgrowth 
of associations founded more 
than sixty-three years ago in 
1893. Some of the charter 
members are still with us! 
For all these years the members of this association have 
proved their stability and usefulness. The years ahead will 
demand their services to an ever increasing extent. The buy- 
ing and selling of lumber has become a job in itself, a 
specialist’s job. This year, make the fullest use of your 
lumber wholesaler’s knowledge and resources. The expe- 
rience of countless retailers and manufacturers shows... 


it's GOOD business ...to DO business... with 
NATIONAL-AMERICAN LUMBER WHOLESALERS 


i Eohilelalel eee Wiilclalaels 


WHOLESALE 


Lumber Association 


i ie i ie ek ee, 
1111 Yeon Building, Portland 4, Ore. 


Circle No. 29 on Coupon, page 64. 





MUG bY 


White-Henry Stuart Bldg., Seattle 1, 
Wash. 


NEW 





Atlas Plywood Merchandiser 


A new plywood paneling display set- 
up, featuring two four-sided drums, is 
being used by the manufacturer as a 
key element in its stepped-up national 
merchandising program to promote its 
recently developed line of specialty 
paneling. The new merchandiser, which 
can stand free on its own base on a 
counter or be hung on a wall, shows 
samples of eight different Atlas Ply- 
wood panels. It is 3%’ long and 3’ 
high. Atlas Plywood Corp., Dept. AL, 
Statler Bldg., Boston, Mass. 

Circle No. 201 on Coupon, page 64. 


Canvas Roof Screen Houses 


Three canvas roof aluminum screen 
house series are available—one that 
attaches to homes and two free-stand- 
ing models. The Grand Eldorado 
Thirty-One is a de luxe model that at- 
taches to house, garage or mobile 
home. It is available in three sizes: 
9’ x 12’, 9’ x 15’ and 9’ x 18’. The Grand 
Holiday models are free-standing types 
and can be erected anywhere as a 
permanent structure. They are avail- 
able in two sizes: The Holiday One 
Hundred, 9’ x 12’ and the Holiday Two 
Hundred, 12’ x 12’. Grand also offers a 
line of modern accessories. Grand 
Sheet Metal Products Co., Dept. AL, 
2055 Ruby St., Melrose Park, III. 


Circle No. 202 on Coupon, page 64. 


Western Red Cedar Sales Aid 


A sound-slide film directed to the 
lumber salesman is designed to help 
him present the merits of red cedar 
beveled siding to his customers. En- 
titled “How to Sell Western Red Ce- 
dar,” it now is offered to lumber whole- 
salers and retailers for showings at 
sales meetings. The colored film is 
packed with illustrated information 
emphasizing that “Western Red Cedar 
is 10 ways better.” Western Red Cedar 
Lumber Association, Dept. AL, 4403 
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Cirele No. 203 on Coupon, page 64. 


New Snow Remover 


A new patented snow remover that 
works on the principle of a bulldozer 
is said to clear snow faster and easier 
than it can be shoveled. Sliding on 
sled runners, the Sno-Dozer, as it is 
called, throws the snow in front of it. 
Only a pushing motion is required. In 
addition to snow removal, it is also 
recommended for cleaning barns and 
poultry houses, as well as leveling dirt. 
Made from heavy gauge steel, with a 
full 54” no-stoop handle. Royal-T Co., 
Dept. AL, 811 Wyandotte, Kansas 
City, Mo. 


Circle No. 204 on Coupon, page 64. 


All-New Wiring Device 


An all-new wiring device is desig- 
nated Sierraplex—Specification Grade 
receptacles by Sierra Electric. A com- 
plete line of outlets: both two-wire and 
grounding-type; single and duplex; in 
either tandem or parallel slots; avail- 
able in a new, contemporary design. 
Complementing the outlets are match- 
ing Sierra wall plates, in a wide vari- 
ety of combinations and sizes in either 
plastic, stainless steel or brass. Many 
construction features have been incor- 
porated into the new units to assist 
the builder in making faster and easier 
installations, it is said. Sierra Electric 
Corp., Dept. AL, 15100 S. Figueroa 
St., Gardena, Calif. 


Circle No, 205 on Coupon, page 64. 


January 7, 


New 112 Drawer Model 


A new 112 drawer model has been 
added to the manufacturer’s line of 
E-Z Find Full Vue storage units. Clear 
plastic drawers make visual selection 
possible. E-Z Find Full Vue storage 
units are now made in nine models. 
Model 112V welded all-steel cabinet 
measures 22%” high, 254%” wide and 
6” deep. Fully enclosed steel back. 
Units may be stacked one above an- 
other, used side by side or back to 
back. Akro-Mills, Inec., Dept. AL, 
P. O. Box 989, Akron 9, Ohio. 


Cirele No. 206 on Coupon, page 64. 


Lightweight Floor Maintainer 

A new lightweight floor maintainer, 
Clarke’s FM-12, weighs 31 pounds, in- 
cluding brush. The new maintainer is 
equipped with a new ‘43 hp constant 
duty motor and has interchangeable at- 
tachments for waxing, scrubbing, pol- 
ishing, steel wooling and buffing. The 
FM-12, with the rental field’s standard 
12” brush diameter, is said to weigh up 
to seven pounds less than other makes 
with the same brush diameter. Clarke 
Sanding Machine Co., Dept. AL, Mus- 
kegon, Mich. 


Circle No. 207 on Coupon, page 64. 


Level Check Guide 
Empire Level Mfg. Co. has prepared 
a handy, pocket-sized brochure describ- 
ing how to test, adjust and replace level 
and plumb vials. Empire Level Mfg. 
Co., Dept. AL, 10930 W. Potter Rd., 
Milwaukee 13, Wis. 


Circle No. 208 on Coupon, page 64. 
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New Plate Glass Door 
A half-inch-thick plate glass door is 
now available from Pittsburgh Plate 
Glass Co. The West Tension Door uses 
a unique engineering principle which 
utilizes the inherent strength of the 
plate glass to serve as a door. Con- 
cealed bolts draw the narrow, alumi- 
num door frame together as compres- 
sion is applied by pads and heavy steel 
leaf springs which put the stiles into 
tension. The unit is available in rough 
or polished glass. Pittsburgh Plate 
Glass Co., Dept. AL, 632 Fort Du- 
quesne Blvd., Pittsburgh 22, Penna. 
Circle No. 209 on Coupon, page 64. 


Safety Woodworking Tool 


A cast aluminum tool, called Grip- 
Guard, is designed to eliminate injury 
to hands of hobbyists and commercia! 
users of power saws and _ jointers. 
Grip-Guard’s non-slip handle accom- 
modates one or both hands, while the 
entire unit weighs only 1% pounds. 
It is 16” long, 5” high and %” wide. 
In use, Grip-Guard is placed squarely 
on material and pressed downward un- 
til clip points are set. Material is thus 
held tightly and fed safely through 
the cutting tool. Safety Research 
Corp., Dept. AL, Schafron Bldg., 811 
E. State St., Sharon, Penna. 

Cirele No, 210 on Coupon, page 64. 


“Typical Lumber Designs" 


Nearly 300 designs of wood struc- 
tures, ranging from basic types of 
trussed rafters and heavy wood roof 
trusses to highway structures, tow- 
ers and farm buildings, are illustrated 
and listed in the new 1957 edition of 
“Typical Lumber Designs,” just issued. 
The typical designs, employing the 
Teco connector system of engineered 
timber construction, are available to 
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architects and engineers for their use 
as guides in designing for specific 
needs. Quantities and material lists 
accompany each design. Timber Engi- 
neering Co., Dept. AL, 1319 - 18th St., 
N. W., Washington 6, D. C. 


Circle No. 211 on Coupon, page 64. 


Wind Seal Shingles 

Bird’s Wind Seal shingles are de- 
signed on the spot-welding principle. 
Wind Seals do not have a continuous 
line of adhesive, but have carefully 
spaced spot seals ... 16 to every 
shingle. Outstanding advantages af- 
forded by Bird’s Wind Seal shingle: 
automatically seals out storms, vents 
between carefully spaced cement areas 
let out any moisture under the shingle, 
can be readily unpacked from bundle, 
eliminates hand sealing during appli- 
cation — adhesive is factory applied. 
Bird & Son, Inc., Dept. AL, East Wal- 
pole, Mass. 

Cirele No. 212 on Coupon, page 64. 


Do-It-Yourself Bricork 
A new, decorator-designed, do-it 


yourself material looks like real brick. 


Called Bricork, it helps soundproof any 
area where it is used. It insulates the 
same as concrete 20” thick, says man- 
ufacturer. Bricork is made in 1’ x 3’ 
panels 1” thick with mortar joints 4” 
deep. You can saw it, mitre it, work it 
like wood. Can be nailed in place or 
applied with waterproof mastic or 
linoleum paste. Cork Specialties, Ltd., 
Dept. AL, 116 Old Army Road, Scars- 
dale, N. Y. 
Circle No, 213 on Coupon, page 64, 


| 
/ 


Dial Saw and Hole Cutter 
A new dial saw, hole cutter and 
planer is specifically designed for the 
cabinet maker, the carpenter and for 
the hobbyist who works in wood, plas- 
tics and light metal. It is made of high 
alloy steel with pilot drill and cutters 
of high speed steel. It cuts holes in 
wood, plastics and light metal from 
1%” to 2%”. Suitable for use either 
on an electric hand drill or a drill 
press. Erwood, Inc., Dept. AL, 1770 
3erteau Ave., Chicago 13, IIl. 
Cirele No. 214 on Coupon, page 64. 


Iron Furniture in Color 

It is now possible to purchase cast 
iron lawn furniture painted in pastel 
colors. The manufacturer announces 
that all of its cast iron furniture pat- 
terns are obtainable not only unpaint- 
ed or the usual white, but also in pink, 
pastel blue or green. Three-piece sets 
of cast iron furniture in either the 
Grape design or Classic design is of- 
fered. Also available is an adjustable- 
height utility table and two sizes of 
round-the-tree benches. Furniture is 
shipped kd, complete with nuts and 
bolts and an instruction sheet. Tennes- 
see Fabricating Co., Dept. AL, 1490 
Grimes, Memphis, Tenn. 


Cirele No. 215 on Coupon, page 64. 


Pigs-Kin Leather Tiles 

Pigs-Kin is just what it implies, 
genuine pigskin leather, tanned and 
especially processed by one of the old- 
est tanneries in the country. Pigs-Kin 
tiles combine the mellow beauty and 
resilience of natural leather with the 
durability found in the finest floor and 
wall materials, says manufacturer. 
They are impregnated with a combi- 
nation of durable finishes, are easily 
cleaned and waxed and if a tile is 
damaged, it is easily replaced. Stand- 
ard size tiles are 44%” x 4%” and 4%” 
x 9”, Available in the natural, golden- 
(continued on next page) 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities ... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your om needs 
today. 


4 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: POS72 


WALES LUMBER CO, 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTOM 
Our 32nd Year 


HALLINAN LUMBER CO. 


628 S. W. Harrison St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitol 8-9236 Teletype PD 457 


564 Market St. 
San Francisco 4 Calif. 


VAN VALER LUMBER C0. 


Radio Central Bidg. 
Spokane 4, Wash. 
Phone TEmple 8-367! TWX SP 19 


Circle No. 43 on Coupon, page 64, 
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(begins on page 54) 





tan leather shade or custom-matched 
colors. Kiefer ae Dept. AL, 
240 Front Ave., S. W., Grand Rapids 
4, Mich. 


Circle No, 216 on Coupon, page 64. 


Tack-It-Yourself Kit 

A new counter merchandising kit, 
which holds a Bostitch T-5 stapling 
tacker, instruction sheet, 1,000 9/16” 
staples for ceiling tile and panels and 
1,000 38” staples for insulation and 
screens, is announced. An eight-page 
booklet, “The Quickest, Easiest and 
Best Way to Install Insulation and 
Ceiling Tile,” is also included in the 
kit. Bostitch, Dept. AL, 1036 Mechan- 
ic St., Westerly, R. I. 


Circle No. 217 on Coupon, page 64. 


Styrogrip Adhesive 

No. 145-O Styrogrip is designed for 
bonding styrofoam to plywood, galvan- 
ized iron, concrete block and other sur- 
faces. Styrogrip is a colorless resin 
solvent adhesive, which will appeal to 
the do-it-yourself trade. Not only is it 
a quick-drying solvent base adhesive, 
but the solvent does not attack the 


styrofoam. Styrogrip has excellent wa- 
ter-resistance and is not affected by 
immersion in water for 24 hours, says 
manufacturer. Adhesive Products Corp., 
Dept. AL., 1660 Boone Ave., New York 
60, N. Y. 


Circle No. 218 on Coupon, page 64. 





Western Red Cedar Kit 

Especially designed for home plan- 
ning departments and showrooms of 
dealers is this self-service display of 
Western Red Cedar beveled siding, 
fashioned to fit NRLDA panels. Photo- 
graphs and copy cards are in colors, 
which complement the natural beauty 
of the six full-width sections of cedar 
siding included in the easy-to-mount 
display. Everything is punched for 
easy mounting with clips, which are 
a part of the kit. Two metal baskets 
are provided to hold literature giving 
information on siding. Western Red 
Cedar Lumber Association, Dept. AL, 
4403 White-Henry-Stuart Bldg., Se- 
attle 1, Wash. 


Circle No. 219 on Coupon, page 64. 








$1,600? 


contractor customers? 


NRLDA show. 
published be available? 
west farmers? 


Mich., 





What's Your Answer? 
(Answers on page 58) 


How did a small yard solve the lift-truck problem at a cost of only 


What is Shakertown featuring in its first big sales drive this spring? 


When their regular display didn’t arrive in time for the show at the 
recent Oklahoma Lumbermen’s Association convention in Oklahoma 
City, how did Insulite salesmen save the day? 


How can Turnbuckles make easy sales for you? 


What tells the Forkner-Manger Lumber Co., 
glance how construction is progressing on homes being built 'by its 
How is Celotex planning to send prospects to you? 

Name the holder of the lucky card entitling him to the complete wood 
kitchen displayed in American Lumberman’s model store at the recent 
When will the most complete building products buying guide ever 


What compact building package is finding ready acceptance by mid- 


What equipment saved the Swartz-Miller 
the cost of paving the service yard? 


Anderson, Ind., at a 


Lumber Co., Chesaning, 
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Plastic Rain Gutters 


Made of reinforced Fiberglas, the 
Permadrain rain gutters are claimed 
to be the first plastic gutters. Labora- 
tory tested and proved, the gutters are 
made in 10 ft. lengths in various colors. 
No painting is necessary and a com- 
plete selection of troughs, downspouts, 
miters and elbows are available. Per- 
manent Products, Inc., Dept. AL, 102 
W. Fairfield, St. Paul, Minn. 


Circle No. 220 on Coupon, page 64. 


Cover, Canopy, Carport 


The American Carport is offered as 
a complete unit. Constructed of heavy- 
duty aluminum, this 10’ x 20’ shelter 
offers lifetime protection for an auto- 
mobile, says manufacturer. It can also 
be used as a cover or canopy. The car- 
port is also offered in multiple units 
for used car lots. American Markee 
Corp., Dept. AL, 4030 N. W. 29th St., 
Miami 48, Fla. 


Circle No. 221 on Coupon, page 64, 


lies AL, 


Ornamental Iron & Aluminum 


A new catalog, titled “Ornamental! 
Iron and Aluminum,” is announced by 
Coffman Co. Fully described and lib- 
erally illustrated are the firm’s stand- 
ardized metal building products, ma- 
chine wrought and cast trelliage de- 
signs, including porch posts, brackets, 
railings, valances, grilles and gates. 
Prices and installation instructions are 
also included. The R. G. Coffman Co., 
Inc., Dept. AL, P. O. Box 1113, Or- 
lando, Fla. 


Circle No, 222 on Coupon, page 64. 





Sun Valley Door Redesigned 
. . Nine major changes have been in- 
Doors with Decorative Glass corporated into the Sun Valley Sr., 
One of the outstanding features of glass door line for 1957. Major features 
new entrance doors, called New Or- of the Sun Valley Sr. include a rigid 
leans and Belvedere Door, is the frame making it possible to preassem- 
decorative glass panel. The designs re- ble the installation before installing 
semble the fashionable ornamental sash; double, mohair pile weather- 
grillwork, but do away with the stripping, large Lucite handle, floating 
bother of removing the grillwork to slide, attachable fins for easy stucco 
clean the glass. The decorative design and shingle installation and a moisture 
is fired ceramic and is permanently cup in the track to prevent condensa- 
fused into the glass. The doors are tion from flowing onto rugs. Sun Val- 
made of clear, kiln-dried 134” Ponder- ley Industries, Inc., Dept. AL, 8354 San 
osa Pine. Carr, Adams & Collier Co., Fernando Rd., Sun Valley, Calif. 
Dept. AL, Dubuque, lowa. Circle No. 224 on Coupon, page 64. 
Circle No. 223 on Coupon, page 64. (continued on next page) 








CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


Dept. U-1. 


























Mac’s rolling in the stuff — since he started 
RAVITY & POWER suggesting “ScotcH” Brand Masking Tape 
CONVEYORS with every paint sale! 




















Circle No. 30 on Coupon, page 64. Circle No. 31 on Coupon, page 64, 
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Bendix Mouldings Help 
Make the Sale! 


The house you are building will sell 
quicker, when you add that extra quality 
touch with genuine BENDIX CARVED 
MOULDINGS on closet shelves, mantels, 
flush doors, wall panels, cornices or as 
crown mouldings and chair rails. 


The elegance and glamour of BENDIX 
MOULDINGS have especial appeal to 
women, who are all important in the 
home buying decision. 


IN STOCK FOR IMMEDIATE DELIVERY 


moniding s 


192 LEXINGTON AVE. NEW YORK 


Write for fully illustrated 
catalog No. 977 


Hardware 





Circle No. 44 on Coupon, page 64. 
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Pee ee 2k eee 
f : Lee ae 


‘contains 
REAL RUBBER 


Vv Ready to use. 


Vv Cannot warp 
or injure tile. 


V Fast tack, 
slow setting. 


V Tight, perma- 
nent bond. 


aa 
Available in 
QUARTS, GALLONS, 
5 GALLONS 


ORDER FROM 

Fs FQUR 
"WHOLESALER CE 
or direct ~ MENT 


Beck 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. $T. LOUIS 6, MO. 
Circle No. 45 on Coupon, page 64, 


58 








Two New Padlocks 


Two new padlocks are announced by 
Slaymaker Lock Co. They are the No. 
26 and No. 27 laminated steel pad- 
locks. The No. 26 is 1%” across the 
case and the No. 27 is 1%” across the 
case. The heavy laminated steel plates 
are rustproofed with a cadmium- 
plated finish. Keys are coined, corru- 
gated, nickel-plated and milled. Slay- 
maker Lock Co., Dept. AL, Lancaster, 
Penna. 

Cirele No. 225 on Coupon, page 64. 


Sliding Door Hardware 


A new line of Yale sliding door hard- 
ware incorporates in one kit everything 
necessary to install all standard resi- 
dential sliding doors. The new hard- 
ware, called the Yale Steeline, can be 
used on sliding doors of either 4%” or 
13g” widths by simply reversing the 
heavy gauge steel hangers and chang- 
ing the position of the heavily em- 
bossed aluminum track, it is said. An 
important new feature of the Yale 
Steeline is an ingenious screw-in sys- 
tem that allows for maximum efficiency 
in hanging and adjusting the sliding 
doors. The Yale & Towne Mfg. Co., 
Dept. aes Chrysler Bldg., New York 
i Oe 


Circle No. 226 on Coupon, page 64. 








What's Your Answer? 
(Questions on page 56) 


Added accessory hydraulic lifting 
forks to a farm-type tractor. See 
article, page 30. 


Pre-stained Shakertown Glumac 
Units and Sidewall Shakes for 
new homes. See ad, pages 10-11. 


Set up a “Headache” 
photo, page 53. 


Through its self-service assort- 
ment displays. See ad, page 12. 


Bar. See 


“Tote Board.” See photo, page 44. 


Through a national advertising 
campaign addressed to your home- 
building prospects. See ad, pages 
22-23. 


John R. Reasoner. See 
page 8. 
Jan. 21, 1957. 


. Factory-cut, segmented arches for 
farm structures. See article, page 
46. 


Sherman Fork Lift. 
37. 


photo, 


See ad, page 48. 


See ad, page 
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Threshold and Scuff Plate 


An all-purpose aluminum Threshold 
and Scuff Plate gives positive weather 
protection. Threshold seals to floors, 
Scuff Plate seals door. Vinyl weather- 
strip makes the double seal. Easy to 
install, it is a do-it-yourself item. No 
bevel required in placing Scuff Plate. 
Fits both out-swinging and in-swinging 
doors. Davis Double Seal Jalousies, 
Inc., Dept. AL, 5030 N. W. 7th Ave., 
Miami 37, Fla. 


Circle No. 227 on Coupon, page 64. 


Copper Tie Bolt Lock 


Dexter’s new Contemporary Copper 
tie bolt lock is complete with copper 
knob, roses, face plate and strike. All 
copper parts of the lock are solid cop- 
per—no copper plate. The lock is avail- 
able in a highly polished, tarnish-re- 
sistant finish called Brite Copper, or a 
lustrous satin finish called Satin Cop- 
per. Installs easily, requires only a 
15g” hole through door and is revers- 
ible for any hand door without disas- 
sembly. Dexter Lock Div., Dexter In- 
dustries, Inc., Dept. AL, 1601 Madison 
Ave., S. E., Grand Rapids, Mich. 


Circle No. 228 on Coupon, page 64. 


Two Weslock Displays 


Two new display mounts have been 
introduced by Western Lock Mfg. Co. 
No. ID displays the complete line of 
Weslock cabinet knobs, pulls and back- 
plates to match the 500 Concave series, 
900 Sunray series and new 800 Sun- 
ray DeLuxe series locksets. No. 82C 

(continued on page 60) 
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WILSON PLASTICS 


CALLED STYLEVANS, these mobile tile dis- 
play rooms, are visiting Wilson Plastics’ 
dealers and distributors to emphasize a 
number of typical tile installations. The 
Stylevans are currently featuring the San- 
dusky, Ohio, firm's New Panelux and Clas- 
sic Lockback. 


LANCASTER PUMP & MFG. 


Lancaster Pump & Mfg. Co., Inc., 
Lancaster, Penna., announces that 
each model chain saw in its 1957 
line will be painted a different pas- 
tel color. To aid in identification, 
shipping cartons will be printed in 
colors to match the saws they con- 
tain. The firm believes that its deal- 
ers will be able to identify individ- 
ual models quicker, there will be 
less confusion for customers and the 
assortment of pleasing colors will 
produce a more eye-catching dis- 
play. 


ROCKWELL MANUFACTURING 


Significant increases in demand 
for power tools will keep Rockwell 
Manufacturing Company’s rapidly 
expanding power tool plants operat- 
ing at capacity through 1957. Ac- 
cording to F. P. Maxwell, vice- 
president in charge of Power Tool 
Divisions, the 70% expansion of 
Rockwell’s power tool manufactur- 
ing facilities, launched in 1956, will 
be completed by early 1957. This ex- 
pansion by the Pittsburgh firm in- 
cludes a 108,000 square foot addition 
to the Bellefontaine, Ohio, plant and 
a 103,000 square foot addition to the 
plant at Tupelo, Miss. 


FILON PLASTICS 


With a sharply increased budget 
in excess of $250,000, consistent 
with increased sales and distribu- 
tion, Filon Plastics Corp., manufac- 
turer of fiberglas panels in El] Se- 
gundo, Calif., will launch its 1957 
advertising campaign with its new 
agency, Jere Bayard Advertising, 
Inc., Beverly Hills. 

For national consumer, four-color 
full-page ads will appear throughout 
peak selling seasons in Fortune, 
Living for Young Homemakers, 
Sunset, House Beautiful and Better 


BuILDING Propucts MERCHANDISER 


Homes and Gardens. Business pub- 
lications include: American Lum- 
berman, Progressive 
Architectural Record, Factory, 
ge vue: Builder, American Build- 


opportunities will be present in 
1957 in response to rising con- 
sumer income and larger sales in 
the educational-commercial-institu- 
tional and fix-up markets,” said 
treasurer Walter E. Hoadley, Jr., 
Armstrong Cork Co., 


Penna., recently in speaking before 
500 wholesale distributors, Arm- 


— field men and special guests 

Painter, vice-president and 
gene to manager of floor and indus- 
trial operations, told the gathering 
that the Armstrong line is now the 
biggest ... broadest .. . most com- 
plete it has ever been.” 


Architecture, 


r, Sweet’s File. 


Hardwood Association 
to Hold 59th Meeting 


The 59th annual meeting of the In- 
diana Hardwood Ts ag Asso- 
ciation will be held Jan. 25, 1957, at 
the Hotel Severin, Indianapolis. The 
one-day meeting is open to all lumber- 
men and their guests. Details on the 
program may ke obtained by writing 
to Room 319, Horticulture Bldg., Pur- 
due University, Lafayette, Ind. 


ARMSTRONG CORK 
“Increased resilient flooring sales 


Lancaster, 
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16 sq. ft. of floor space becomes 330 sq. ft. 
of display — by using Multiplex Panels 


Lumber Declers today are faced with the problem of 
handling and displaying a great variety of merchandise 
We recommend you display such materials as paneling, 
roofing, siding, wallboard, floor coverings, and moulding 
on the swinging panels of a Multiplex Merchandiser 


Your customers have been conditioned to modern mer 
chandising techniques by supermarkets and department 
stores . . . and Multiplex provides a ‘‘self-service’’ 
feature they like. Shoppers seem to enjoy ‘‘turning the 
pages’’ and browsing. This action stimulates interest and 
creates a ‘‘buying mood.‘’ Increased sales are sure to 
follow. 


The National Retail Lumber Dealers Association recently 
published a 10-page booklet entitled ‘‘How to Sel! Build 
ing Materials with NRLDA Panels.’’ We strongly urge you 
to write the NRLDA for a copy. It shows how to increase 
your business with effective display 


Typical 10-panel installation (see drawing and 
photo) has 80” high panels . provides over 
330 sq. ft. of display space . . . occupies less 
than 16 sq. ft. of floor space. Sample doors and 


display panels are interchangeable. 
The steel-framed wing-panels—with an attractive ham- 


mered-silver finish—are generally installed as wall units, 
with any number of panels. Fiberboard, perforated hard- 
board, and other fillers are used. Get the facts; mail the 
coupon for complete information 


Show it well, and it will sell! 


 qumeueX— 


DISPLAY FIXTURE COMPANY 
907-917 North 10th Street, St Louis 1, Missouri 
Please send me literature on your Display Equipment 
for Lumber Dealers 
Name 
Company 


Address 


City & State 








Circle No. 32 on Coupon, page 64. 
















Nere’s the one thar 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 





WILL NOT SHRIN«| 





— | 
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Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
poe you by far the 

est profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 











DURHAM 





Box 804-B 









in POWDER Form 
Circle No. 46 on Coupon, page 64. 


Tender hands 
trained by the 


MARCH OF DIMES 
hin Today ! 
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Circle No. 47 on Coupon, page 64. 
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Hardware 





displays the new Sunray De Luxe lock- 
set line with the complete line of har- 
monizing escutcheons. Also featured is 
a display of a matching cabinet knob, 
pull and backplate. Western Lock Mfg. 
Co., Dept. AL, 211 N. Madison Ave., 
Los Angeles 4, Calif. 


Circle No. 229 on Coupon, page 64. 





Magnetic Catch 


The No. 591 magnetic catch provides 


a full 15-pound magnetic attraction 
from either side of catch. Horizontal 
and vertical floating action is said to 
overcome installation misalignment or 
door warpage. Newly designéd alumi- 
num case positions the lifetime perma- 
nent magnet at a height of 11/32 of an 
inch for perfect installation with lipped 
doors, it is claimed. For flush doors 
with narrow stops, simply reverse the 
eatch. The Engineered Products Co., 
Dept. AL, 129 Smith St., Flint, Mich. 


Circle No, 230 on Coupon, page 64. 
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Steel Jump Proof Track 


Alliance Metal Products announces 
its new improved steel jump proof 
track. There is no longer the necessity 
of using track locks to prevent the 
door from jumping off of the track, 
manufacturer says. Hangers for this 
track are a universal type, which can 
be used for both %” and 154” doors by 
just reversing the hangers, it is said. 
Alliance Metal Products, Dept. AL, 
13852 Keal Ave., Detroit, Mich. 


Circle No, 231 on Coupon, page 64. 








Hedge Trimming a Snap 


The new Snap-Cut hedge shears fea- 


ture a patented, combination shock 
absorber and tension bar. The device 
is of spring steel and mounts under- 
neath the blade locking nut. Upper 
end, or tension bar, brings pressure 
on the top blade to assure best cutting 
while lower end serves as a flexible 
bumper to cushion the shock when 
shears close, says manufacturer. The 
new hedge cutters are designated as 
No. 154-9. Blades are hollow ground. 
Seymour Smith & Son, Inc., Dept. AL, 
Oakville, Conn. 


Circle No. 232 on Coupon, page 64. 





Amerock Magnetic Catch 


A new dual action magnetic catch 
features a reversible magnet and ex- 
tra-long screw slots for easy installa- 
tion on every type of cabinet door and 
on furniture. Extra-strong magnetic 
pull and floating action assure firm 
closing. Mounting is said to be fast 
and simple for new or replacement 
installations. The catch comes _indi- 
vidually packaged in Amerock’s Clear- 
Vue package. Amerock Corp., Dept. 
AL, Rockford, IIl. 


Circle No, 233 on Coupon, page 64. 





Door Closer Display 
Attractive display features smartly 
designed hardwood frame, jamb and 
door—complete with chrome handles 
and mounted Spartan door closer. A 
sales aid suitable for counter display 


and demonstration purposes. Size 
overall: 10” x 12%”. S. Parker Hard- 
ware Mfg. Corp., Dept. AL, 27 Lud- 
low St., New York 2, N. Y. 


Circle No. 234 on Coupon, page 64. 
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base platform, hearth, red brick sur- 
round, black glass surround, flexible 
screen and basket grate. The Majestic 
Co., Inc., Dept. AL, Huntington, Ind. 

Cirele No. 237 on Cou; 


on, page 64, 


Fireplace Units 


An extension plus new design fea- 
tures to its line of circulating-type 
fireplace units has been announced by 
Majestic. To expand the scope of 
usage and to comply with current size 
preferences, 32” and 54” 





a new 32”, 36” 
(width of fireplace opening) has been 
added, providing a full range of sizes 
from 28” to 54”. Features of improve- 
ment include a reshaping and lowering 
of the full smoke dome, thus _ per- 
mitting the unit’s use in both the con- 
ventional as well as the newer lower 
type mantel designs. Dome is equipped 
with a complete, rectangular poker 
controlled damper. The Majestic Co., 
Dept. AL, Huntington, Ind. 
Circle No. 238 on Coupon, page 64. 


CLEAN 
ACCURATELY 


with less 
effort 
Twelve in a display 


Steel Cleanout Door 


A new steel cleanout door, 8” x 8”, 
features a recessed door with an in- 
tegral hinge. Formed of carbon steel, 
the new Model 80-R Cleanout door is 
given a green baked-enamel finish at 
the factory. The door itself is 8” 
square to cover a chimney access hole 
7%” square. The door frame is over 
2%” wide. Permanently attached to 
the frame with an integral hinge, the 
access door is recessed to fit tightly 
into the frame. The Majestic Co., Inc., 
Dept. AL, Huntington, Ind. 

Circle No. 2 


No. 024—Best 
for General Use 


tapping is 
advisable 


35 on Coupon, page 64, 
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Automatic Window Fan 

The Fasco super de luxe 20” auto- 
matic window fan, Model 2087, fea- 
tures eye-level TV controls, making it 
easy to operate. Placed conveniently 
on the top front of the fan, the two 
TV-type dial switch knobs set air di- 
rection, air speed, and thermostat 
instantly, it is said. Simple thermo- 
static setting on the built-in auto- 
matic brain allows adjusting of com- 
fort control to individual needs, elim- 
inates turning of fan on and off when 
temperatures change. The fan is elec- 
trically reversible. Fasco Industries, 
Inc., Dept. AL, 255 N. Union St., 
Rochester 2,N. Y 


Circle No. 236 on Coupon, page 64. 


Packaged Fireplace 

Now the average homeowner or 
semi-skilled worker can completely in- 
stall a beautifully finished Thulman 
fireplace in three man-hours or less, 

manufacturer says. All masonry work 
and 90% of the wood framing are said 
to have been eliminated with the de- 
velopment of precision-manufactured 
and packaged accessories, including: 


BUILDING Propucts MERCHANDISER 


Smoke Dome Damper 


Those designing or building the 
modern unusual type of fireplace, with 
two or more sides open, will find some 
of their problems regarding proper 
draft control simply solved by the in- 
troduction of a new universal smoke 
dome damper, according to Majestic. 
It’s a scientifically proportioned metal 
form embodying a fireplace damper, 
around which the masonry can be 
erected. Available in seven sizes, in- 
cluding two square models for round 
or square hearths. The Majestic Co., 
Dept. AL, Huntington, Ind. 


Circle No. 239 on Coupon, page 64. 


Snap-On Housing Cap 
A new snap-on housing cap for use 
with the Van-Packer brick-panel chim- 
ney housing cuts installation time to 
30 seconds, states Van-Packer. Press- 
ing the new housing cap securely down 
onto the cement-asbestos brick-panel 
housing is all that’s required for in- 
stallation, it is said, Van-Packer Co., 
Dept., AL, Bettendorf, Iowa. 
Circle No. 240 on Coupon, page 64. 
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SCRE £ fe 
Rollers 


Concave Face 


2 models, for fibre glass or metal screens. 


Standard 2” dia. 


For inserting spline into frame after 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
-125 and .170 width of face. 

For fibre glass roller model, send 
1” section of channel, screen and 
spline to insure correct size roller. 


Convex Face 


| ste 


Standard 2" dia. x 

1/16" face 
Primarily used in putting the screen- 
ing into the frame slot. Can be sup- 
plied with 3/32” rounded edge. 


Flanged 


Standard stock size is 2” 
1-5/8" diameters by 9/16" 
of face. 


width 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN., U.S.A. 
Circle No. 49 on Coupon, page 64. 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 
1 Time —25c¢ per word for each insertion. 
Minimum charge of $1.25 per line. 
3 Times—20c per word for each ti 





HELP WANTED 


MISCELLANEOUS WANTED 





Wanted: 

Assistant Manager for Retail Lumber Yard in 
South Wi in, must be experienced and 
capable. Six to eight employees. Able to take 
off list from Blue Pints. 

Address: Box S-61, American Lumberman, Inc. 








insertion. Minimum charge of $1.00 
per line. 
Add $1.50 per insertion for blind ads bearing 
box number. 
No agency commission or cash discount al- 
lowed. 
All ads for classified section must be in 
Publisher’s office 14 days preceding date of 
publication. Advertisements are set in uniform 
6 point style. No cuts or special borders al- 
lowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





Wanted: Commission Salesmen by active, 
qualified thern wholesal handling large 
volume Southern Pine, Hardwoods, Oak Floor- 
ing, Western Lumber and Cut-to-len stock 
all species. CURRY-THRASH LUMB CORP., 
MERIDIAN, MISS. 


WANTED: Man experienced in retail lumber 
b to handle office management, tele- 
phone and counter sales. Excellent opportuni- 
ty for capable, energetic man with good estab- 
lished Southern Indiana firm. Please reply in 
your own a Give age. pode Boy 
= Reply Box S-52 American Lumberman, 
inc. 














Well known building material organization in 
Mid-South area has openings for several men 
in retail yards. Men aged 25 to 37 with retail 
experience preferred. Excellent opportunities 
for advancement for ambitious men of good 
character and personality. Write giving com- 
plete business and personal history. Address 
Box S-41 American Lumberman, Inc. 





Wanted: Assistant Manager and Salesman for 
Independent yard, town of 5,000, central lowa, 
ten employees. State age and qualifications 
first letter. Address Box S-53, American Lum- 
berman, Inc. 


OPPORTUNITIES UNLIMITED 


We need men who are experienced retail yard 
managers. South Florida is experiencing tre- 
mendous growth which necessitates the ex- 
Pansion of our operation. 

You can enjoy the benefits of working for a 
well established company with unlimited pro- 
motional opportunities and the ideal living 








Wanted: Man experienced in retail Lumber 
business, estimating. selling, taking 
care of t teleph orders. 
etc. Very good opportunity for the 
right man. Apply only if qualified. 
Whitefield Lumber Co.., 

4620 White Plains Road 
Bronx 70, New York 








SITUATIONS WANTED 





BOOKKEEPER 
Prefer distibution yard, wholesale or some 
facturing. Consid any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Desire otherwise. Address Box S-4 
American Lumberman, Inc. 








SALES REPRESENTATIVES 
WANTED 





We are seeking FACTORY REPRESENTATIVES 
for our Flextrip design-patented Aluminum 
Horizontal Sliding Primary Windows for new 
construction. We are an old and honored name 
in windows and enjoy excellent reception. Our 
roduct backed by solid national advertising. 
Choice territories still open. Storm King Cor- 
oration, 505 E. Pearl Street, Miamisburg, 
Bhio. Telephone 6-2471. 





10 years old Michigan Company, manufactur- 
ing patented folding wardrobe doors in both 
steel and wood bonded seeking established 
representation calling on jobbers in following 
states: New York, Il'inois, Ohio, New Jersey. 
Pennsylvania, Virginia, Maryland, Massachu- 
setts, Wi i Mi ta. Write direct 
Stylecraft, Inc., Roseville, Michigan. 








Well established Michigan concern manufac- 
turing a complete line of sliding door track 
and | Po Rareeng seeking repesentation in North- 
east and Central States, all inquirers confi- 
dential. Address: Box S-55, American Lumber- 
man, Inc. 





Manufacturers Representatives wanted by 
Michigan concern to sell patented removable 
weatherstrips along with complete line of other 
types. Choice territories are now open, when 
answering please state qualifications and 
products you are now selling. 





conditions of South Florida. Write in plete 
details outlining your experience in the lumber 
business and personal background enclosing 
a recent photograph and mail to Box No. S-58, 
American Lumberman, Inc. 





LUMBER SALES 


Our expanding organization has an excellent 
opportunity awaiting a man experienced in 
lumber and building supplies sales, An agri- 
cultural background and wholesale experience 
are prefered. Western Iowa territory. Salary, 
incentive plan, car furnished, and liberal em- 
ploye benefits. Reply in confidence stating 
age. experience, education, personal data, 
and salary requirements. Address Box S-59, 
American Lumberman, Inc. 


Reply to: Michigan Moulding Company 
12981 Capital Ave. .. 
Oak Park 37, Michigan 





Manufacturers’ Representatives—We are old. 
well established door lock manufacturers ex- 
panding our line and sales organization. A 
few territories are being made available on 
commission basis for capable sales repre- 
sentatives selling to lumber, building material 
and hardwae trade. Mention lines carried, 
territory covered. Our men know of this ad. 
Address Box S-62, American Lumberman, Inc. 





WANTED — RAILS 





Wanted: 
Manager for Mill Manufacturing Mouldings 
and Interior Trim in Wisconsin. Must be ex- 
perienced and aggressive. 

Good salary with percentage of profits. 
Address: Box S-60, American Lumberman, Inc. 


SALES MANAGER 


Experienced man capable of handling and 
Promoting million dollar annual sales for a 
new Building Materials Shopping Center lo- 
cated in Quad City area, quarter million 
population. Unlimited opportunities for right 
man. Write for appointment listing creden- 
tials to Builders Lumber Company, 4101—23 
Avenue, Moline, Illinois. 
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RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg.. Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





STEEL RAILS 


16#, 20%. 25H. 304. 35H. 404% and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


SAED--Rawaunt kiln dried—car or truck 
lo . 
eee’ WOOD PRODUCTS COMPANY 

421 Phillips Ave. 

Toledo 12, Ohio 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers representative desires lines for 
lumber and building supply dealers, whole- 
salers. Covering Maryland, D. C., and sur- 
rounding Virginia counties. Write Box S-44 
American Lumberman, Inc. 





Manufacturers’ representative, 12 years experi- 
ence calling on building material distributors, 
architects and retail lumber yards, covering 
Missouri, Kansas, Arkansas and Oklahoma, de- 
sires additional volume line. Reply to: Build- 
ing Specialteis Company. P. O. Box 2096-- 
1220 Wall Avenue, Joplin, Missouri. 





COMING TO CHICAGO? 
Let's get acquainted. Have sold Lumber Yards 
thu Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43—R. T. Hosking. 





BUSINESSES FOR SALE 





For Sale: Wholesale-Retail Lumber Yard in 
Seattle, Washington. Fine location, good clien- 
tele, well established. $240,000 gross. $60,000 
will handle. Fine equipment, good reputation 
and steady growth. Ill health forces owner 
to sell. Address Box S-47 American Lumberman, 
Inc. 





Business For Sale 


Retail Lumber, Hardware and Paint Store in 
Southern California near Los Angeles in a 
rowing prosperous community, a good spot 
‘or “Do It Yourself’’ business. Owner wishes 
to retire. Address Box S-57 American Lumber- 
man, Inc. 


FOR SALE OR LEASE 

Scharbach Lumber Co., Hobart, Lake Co., Ind. 
In continuous operation since 1892. New large 
modern display room. Ample sheds and land 
for large volume. Located 3 blocks from main 
corner in town, one block off State Hi-Way 51. 
Ample parking space. Will sell outright or 
lease with option to buy. This is an 0 _ 
tunity to get into the lumber and building 
material business if you have money for in- 
ventory and operating capital. We have every- 
thing else you need including trucks, complete 
office equipment, DeWalt Saw, etc. _—— is 
a fast growing residential } nity and you 
have Ry trading area within 7 miles of 40,000 
people. Inspection and interview arranged by 
telephone or letter only. Contact Elmer Schar- 
or 4 via Phone Person to Person at Hobart 15 
or 184. Mail P. O. Box 66 Hobart. Owner de- 
sires to retire. 








FOR SALE Lumber yard in college town next 
to foothills on eastern slope of the Rockies in 
Colorado. 

Annual sales in excess of $600,000.00. 

Real estate ample, modern and in excellent 
condition. May be purchased or leased. 

A very fine operation with adequate reason 
for selling. A wonderful opportunity for some- 
one. 

Address Box S-63, American Lumberman, Inc. 





For Sale: To settle estate 

Old established lumber yard 

Central Western New York 

Fine farming Community 

Must be seen to be appreciated 

Excellent opportunity for live wire. 

Address Box S-64, American Lumberman, Inc. 





FOR SALE 
RETAIL HDWE. & BLDG. MAT’L YARD 
Located in the rapidly developing White Sands 


rocket testing area. 
Address Box S-65, American Lumberman, Inc. 
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MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 


DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
““Timber-r-r’’ cartoons. For FREE proofs write 


LILLY ADVERTISING CARTOONS. Box 167, 
Long Beach 1, Calif. 


DOUBLE YOUR INCOME from your newspaper 
advertisin ~~ wae. our Low Cost cartoons. 
“IT’S e} ODEL” series will sell 
Home Improvements. Cartoons humorously 
show need for REMODELING Bathrooms, Kitch- 
ens, Windows, Insulation, Roofing, Painting, 
etc. Mats in One or Two column sizes for 
advertisments from three inches up. Exclusive 
city franchises with Money Back Guarantee. 
For FREE prints of cartoons and details write 
to LILLY ADVERTISING CARTOONS, Box 167, 
Long Beach 1, California. 











FOR SALE—OFFICE EQUIPMENT 


* Burroughs Moon Hopkins billing machine— 
7200 special, for figuring and typing esti- 
mates and invoices. Multiplies and carries 
total on feet and dollars. 

- Wales Model A, 9-column electric bookkeep- 
ing machine 12" carriage. 

. Elliott Card advertiser for printing postal 
cards. 

S. aaa and 10,000 plates with cab- 

e 


inet. 
6. 2 Kardexes—14 drawers—cards 3x5. 
Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill. 


FOR SALE—SPRINKLING SYSTEM 


Now installed in building about 8,000 sq. ft. 
Dry system. Complete with compression pump 
and valves. Good condition. Recently insur- 
ance inspected. Selling on account of dismant- 
ling building. If interested come here and 
inspect the equipment. 

Bishop Lumber Co., 2315 N. Elston Ave., 
Chicago, Illinois. 








USED MACHINERY FOR SALE 





FOR SALE 
TIMBER, RIPPING AND SURFACING UNIT 
Band Saw 64°’ Wheels, 8” saws, Knight car- 
tiage 4 blocks 36” long. 
No. 1 Boss Timber Surfacer, size 30 x 16. Com- 
plete with blowers, track and rolls. 
Come and see this unit in operation. 


Bishop Lbr. Co., 2315 N. Elston, Chicago, Ill. 


FOR SALE 
1. Berlin #341 Band Resaw 54°’ wheels, belt 
driven, H.P. motor. 
2. Berlin #91 planer and matcher, size 15x6 
belt driven 75 H.P. motor. 
Come and see these machines operate. 


Bishop Lbr. Co., 2315 N. Elston. Chicago, II. 


FOR SALE: One Pitney-Bowes Postage Meter, 
Model RT. complete with cabinet—$100.00. Oil 
City Lumber, Inc., Box 2412, Casper. Wyoming. 




















G. E. Ranges for 1957 


General Electric’s deluxe 1957 ranges 
have modern console styling, key- 
board controls that provide exact 
cooking heats at a touch of a “piano” 
key. Features that take over cooking 
to a “set and forget” stage include an 
automatic 2-in-1 adjustable calrod 
unit, which controls the temperature 
and holds it; an automatic meat ther- 
mometer and an automatic combina- 
tion clock and minute timer. General 
Electric Co., Dept. AL, 310 W. Liberty 
St., Louisville, Ky. 

Circle No. 241 on Coupon, page 64. 


Chrome-on-Color Accessories 


Color harmony is the keynote of the 
new Vitriac Line of chrome-on-color 
bathroom accessories. Seven pastel 
shades plus ebony black or gleaming 
white give a complete range of colors 
to match the decor of any combina- 
tion of tile, trim and enamelware. 
Tumbler holder, paper holder, soap 
holder and soap holder with grab bar 
are all for recess mounting. Chrome- 
on-color bathroom accessories may be 
ordered in complete sets of four pieces 
or as individual accessories. A new 
Easy-Do bracket that speeds installa- 
tion is available. Standard Steel Cab- 
inet Co., Dept. AL, 3701 Milwaukee 
Ave., Chicago 41, IIl. 


Circle No. 242 on Coupon, page 64. 


Stix-Grip Contact Cement 


Stix-Grip contact cement is de- 
signed for the handyman as well as for 
professional use. An improved water- 
proof and heat resistant contact ce- 
ment, Stix-Grip bonds decorative lam- 
inates such as Formica, Consoweld, 
Micarta, Resolite, Farlite, etc., to ply- 
wood, pressed wood, steel, concrete, 
plaster, other surfaces, says manufac- 
turer. Stix-Grip is also excellent for 
bonding leather, linoleum, etc., to ply- 
wood, it is claimed. Requires no heat- 
ing or thinning—is ready as received. 
Adhesive Products Corp., Devt. AL, 
1660 Boone Ave., New York 60, N. Y. 


Circle No. 243 on Coupon, page 64. 


Plastic Tile Grout Strip 
This new, prefabricated grout strip 
enhances the beauty of plastic wall tile 
by framing each individual tile with a 
narrow strip of white plastic, 1/10” 
wide. The white strips are matte fin- 
ish. Setting the new grout strips is 
said to be fast and easy. Horizontal 
strips are 18” long, while vertical 
strips are 4%”. Specially formed 
units are supplied for use with bull 
nose caps, outside corners and cove 
molding. The same adhesive that holds 
the tile is said to hold the grout strip. 
Artcrest Plastics Co., Inc., Dept. AL, 

255 W. 79th St., Chicago, Il. 
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EFFECTIVE RETAIL SELLING 


Bernard F. Baker 


Any member of your sales staff, new or old, will be 
more productive if he applies the tested methods of 
sales psychology and personality development pre- 
sented in this book. Includes an excellent listing of 
sources for merchandise information. 287 pages. 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Encitosed is my check in the amount ef $2.95 for the 
hk 


above boo 





PLYWOOD »» HARDBOARD 





$2.95 
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Cut to Size 





POPLAR ° MAHOGANY BEECH 


and other species 





KYS HOLLOWCORE DOOR FILLERS 








Address 





City, State 
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HOENIG PLYWOOD CORP. 


280 Madison Avenue, Dept. L. 
Tel. MUrray Hill 5-2280 


New York 16, N. Y. 
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Kitchens and Bathrooms 





Ae 





Formica Tub Cove 


A new idea in above-the-tub wal! 
finishing—one continuous sheet of For- 
mica postformed into a U-shape to fit 
the tub alcove—is now in production. 
Called the Formica Palisades, the 
seamless tub-shower walls are avail- 
able in 70 colors and patterns. Formica 
Corp., Dept. AL, 4614 Spring Grove 
Ave., Cincinnati 32, Ohio. 


Circle No. 247 on Coupon, page 64. 


Lift-A-Shelf Hardware 


Designed basically for use with a 
food mixer, this disappearing shelf 
hardware is also adaptable for sewing 
machines, record players and other 
appliances that are kept out of sight, 
yet handy for instant use. Designated 
No. 411 Lift-A-Shelf, its noiseless op- 
eration is achieved through a four- 
position spring tension adjustment 
and an automatic locking device that 
holds platform securely in place, says 
manufacturer. Release to lower shelf 
into cabinet is accomplished by lift- 
ing slightly on shelf. Acme Appliance 
Mfg. Co., Dept. AL, 35 S. Raymond 
Ave., Pasadena, Calif. 

Circle No. 246 on Coupon, page 64. 


New G.E. Refrigerators 

Straightline design with the built- 
in look, touch-action features and 
greater storage capacity highlight the 
new 1957 General Electric refrigera- 
tors. The new models can be set flush 
against the wall or square into a 
corner, lined up with other appliances 
and cabinets. New recessed hinges in 
the door permit it to be fully opened 
within its own dimensions. Shelves and 
vegetable bins revolve at the touch of 
a finger to place their contents within 
easy reach. General Electric Co., Dept. 
AL, 310 W. Liberty St., Louisville, Ky. 


Circle No. 245 on Coupon, page 64. 





FOR INFORMATION ON 


Advertised Products 


Circle the numbers at the right which appear 
under the advertisements on which you 
wish datc. 


FOR INFORMATION ON 


“What's New” Items 


Circle the code number at the right which 
corresponds to the number listed at the end 
of that particular “WHAT'S NEW” item. 
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Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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age, it is claimed, aii they remain ADVERTISERS INDEX 


pliable in sub-freezin. temperatures. 
Du Pont manufacture: only the coated 
fabric, not the finished ‘arpaulin. E. I. 
du Pont de Nemours « Co., Fabrics 


Div., Dept. AL, Wilm rton, Dela. American Lumberman 
Appalachian Hardwoods 


Acme Appliance Mfg. Co 
Aetna Life Insurance C¢ 
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Bemis Hardwood Lbr. Co 
Bendix Mouldings, Ine 
Black & Decker Mfg. Co., T 


Bunyan Lbr. Co., Paul 


Celotex Corp., The 
Cherry River Boom & Lb 
Chicopee Mills, Ine., 
Lumite Div. 
Cincinnati Tool Co., The 
Consumers Glue C« 
8,000-Pound Outdoor Truck ee 
Power brakes, power steering and : 
a direction control are stand- Deamond Bros 
ard on a new 8,000-pound capacity, sre ) ‘o., Do 
pneumatic tire fork-lift toeiek, the New Load Stabilizer cre dad tn 
Yardlift 8024. With four speeds in Lewis-Shepard Products announces 
each direction, the truck will travel a new load stabilizer for use with its 
164% mph forward and 16 mph reverse line of electric fork trucks. Designed 
and climb a 21° grade loaded, manu- primarily for soft drink bottlers, the 
facturer says. The machine is powered stabilizer is ideal for handling loads Graham & 
by a six-cylinder Continental gas of case goods that cannot be nested or Greenlee ' 
engine of 209 cubic inch displacement. tied together. The stabilizer consists 
Industrial Truck Div., Clark Equip- of three sponge rubber-lined pads, Hager & Sons Hing 
ment Co., Dept. AL, Battle Creek, which are mounted on pivots so that Hallinan Lbr. Co 
Mich. loads with objects of varying heights Hamer Lbr. Sales, In 
Circle No. 248 on Coupon, page 64. can be handled. The Lewis-Shepard Hoenig Plywood Corp 
Model JFTT-2, which has an 11° out- iosidn' & Dette Mite. Co 
wc) REX-ROTARY M4 ward tilt, is recommended by the man- Hotpoint C 
. 4 F ufacturer for use with the stabilizer. 
Lewis-Shepard Products, Inc., Dept. ; 
R-37-AL, 125 Walnut St., Watertown, | [!and Steel Products Co 
Mass. Insular Lbr. Sales Corp 
Insulite Div. of Minnesota and 
Ontario Paper Co 


Farrin Lbr. C 
Fordyce Lbr 


Cirele No. 251 on Coupon, page 64 


Johnson Co 


Knape & Vogt Mfg. «« 
Living for Young Homem: 


Macklanburg-Duncan Co 
March of Dimes 
McCracken & McCa In 
Menominee Indian Mills 


M-4 Electric Mimeograph ms . Minnesota Mining & Mfg 


A new electric mimeograph, the BDC : Mowbray & Robinson Lbr 
Rex-Rotary M-4, is designed like a ; dt Multiplex Display Fixtur: 
printing press and is described as a , 
printing press for stencils. The mime- : pisinkte dé seevtiats “Stholea 
ograph’s customary perforated drum ' ool Assn 
and liquid ink have been discarded. In- 
stead the new M-4 utilizes two cylin- at Davtnah Stielitire Ute 
ders, an oscillating ink roller and : Perma Products Co.. The 
heavy printer’s ink. Styled by the “3 
world famous industrial designer, 

Count Bernadotte, the M-4 folds to a 

ee cage “ase. Avail- 

able in both electric and hand-operated . . . 

models. Bohn Duplicator Cute. Dept. Thern Differential Hoist Sherman Products, In 

AL, 444 Fourth Ave., New York 16, A new, lightweight differential | Silcrest Co., Th: 

N. Y. hoist, with capacity of 1,000 pounds, Standard Conveyor Co 

is announced. Known as the Thern Studebaker-Packard Corp 

Differential Hoist 31H, this hoist saves 

= . up to 25% of the pull necessary to 
improved Tarpaulin Material operate because of incorporation of 

A new, improved Du Pont Fairprene anti-friction needle bearings in the 
tarpaulin material said to provide lower sheave, manufacturer says. 
greatly improved abrasion resistance is | Highly adaptable to all industries that 
available. The new tarpaulin offers re- have multi-lifting jobs. Weighing only 
markable abrasion resistance in combi- 29 pounds, it is readily portable. The Van Valer Lbr. Co 
nation with lightness by virtue of a length of the chain is 26' and it has Vandy-Craft 
coating of Hypalon synthetic rubber on a seven-foot lift. Thern Machine Co., 
the underside, it is said. Water absorp- Dept. AL, 3760 W. 4th St., Winona, Wales Lbr. Co 
tion is said to be virtually zero. Rot Minn. Wendling-Nathan Co 
and mildew-resistant, tarps of this Cirele No. 252 on Coupon, page 64. Western Wholesalers 
type can be stored wet without dam- (continued on next page) Wood-Mosaic Corp 


R-B Co., The 
Red Devil Tools 
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Tamms Industries, In« 
Turnbuckles, Ine. 


S. Plywood Corp 
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New Equipment 





Portable Blueprint Machine 

Weighing only 5% pounds, measur- 
ing only 18” long x 9%” wide x 4” 
deep, the new PELprinter “60” is light 
and compact enough to be carried any- 
where. Operating on a dry vapor proc- 
ess, it reproduces any type of drawing 
or written matter up to 8%” x 14”. 
The entire operation takes less than 
1% minutes. The PELprinter “60” re- 
quires only a 110 volt outlet for opera- 
tion. Product Engineering Laborato- 
ries Co., Inc., PELprinter Div., Dept. 
AL, 314 Adams St., Newark 5, N. J. 


Circle No. 253 on Coupon, page 64. 


Delta Dealer Catalog 
A new 12-page, illustrated tabloid 
that serves as a dealer’s self-mailing 
catalog and as a home workshop guide 
to stimulate interest in power tools has 
been issued. Buyers are guided through 
the catalog by a young couple who 
point out the usefulness and advan- 
tages of each tool in a page-by-page 
story of how they set up a home work- 
shop to save money on home imovrove- 
ments. Tools illustrated include Delta’s 
new 9” circular saw. Delta’s full line 
of accessories are also listed and de- 
scribed. Delta Power Tool Div.. Rock- 
well Mfg. Co., Dept. AL, 466 N. Lex- 

ington Ave., Pittsburgh 9, Penna. 


Circle No. 254 on Coupon, page 614. 


New Trucks Unveiled 

White Motor Co. unveiled its new 
look in motor trucks recently. These 
included the White 3000 tractors which 
come equipped with seat belts, long- 
wearing brake shoes and a new emer- 
gency handbrake design. The White 
9000 tandem-axle truck engineered 
especially for the construction industry 
boasts a front power takeoff that adds 
more efficiency to concrete mixer units. 
Also introduced were the new light- 
weight Autocars. The diesel Autocar 
weighs in at 55,000 pounds. White 
Motor Co., Dept. AL, Cleveland 1, Ohio. 


Circle No. 255 on Coupon, page 64. 


Catalog of Power Tools 


A new catalog of power tools for 
the cutting, shaping, drilling and fin- 
ishing of wood, metal and plastics is 
available. Several new tools are de- 
scribed therein for the first time. In- 
cluded in the catalog (No. 57) are de- 
tails, specifications and illustrations of 
band saws, contour saws, band filers, 
cutters, shapers, drill presses, jig 
saws, etc. Boice-Crane Co., Dept. AL, 
1000 W. Central Ave., Toledo 6. Ohio. 


Circle No. 256 on Coupon, page 64. 
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Paints and Accessories 


Concrete and Masonry Repair 


Called Latex Concrete Repair, a 
new, patching and topping material 
eliminates chipping, roughening, prim- 
ing and curing and may be applied 
as thin as 1/16” or whatever thickness 
needed, it is said. Available in two 
handy kit sizes. The small kit, packed 
in a gallon container, includes 5 
pounds of a special cementitious ma- 
terial and setting agents, along with a 
pint of milk-white liquid rubber latex. 
Also included in kit is a working 
trowel. This provides enough material 
to repair 50 to 150 lineal feet of av- 
erage cracks. The large kit contains 
twice the amount of material. The 
Camp Co., Inc., Dept. AL, 6958 S. 
State St., Chicago 21, Il. 
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Tool that Cleans Brushes 


A new  plastics-and-metal brush 
cleaning tool is designed to cut brush 
maintenance time. Called Spin-a- 
Brush, the tool is hand-operated and 
requires no outside power source, Sim- 
ple and easy to use as an eggbeater, 
according to manufacturer it whirls 
pigment and caked paint out of a 
brush in 90 seconds or less. Sturdy in 
construction, the shaft and grip are of 
die-cast metal and spring steel. At- 
tachments are available for stirring 
and roller cleaning. Portable Electric 
Tools, Dept. AL, 335 W. 83rd St., Chi- 
cago 20, Ill. 

Cirele No. 258 on Coupon, page 64. 


Masonry Water Repellent 


A new water repellent for above- 
grade masonry is Kay-Tite Invisible. 


It is a clear liquid containing silicones, 
which stops water penetration into 
masonry. Kay-Tite Invisible is effec- 
tive on brick, mortar, glazed tile, ce- 
ment, sandstone and most other types 
of masonry except limestone, says 
manufacturer. It may be applied with 
brush or spray. Provides dependable 
service for 10 years, it is claimed. 
Available in one and five-gallon con- 
tainers. Kay-Tite Co., Dept. AL, 10 
White St., West Orange, N. J. 


Circle No. 259 on Coupon, page 64. 
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336 Popular Colors 


A new pack of 336 popular colors 
chosen from the entire range of 1,322 
Colorizer paint colors by color con- 
sultant Faber Birren is announced. 
The pack includes 336 color sheets 
about 4” x 8” in size, spiral bound, 
indexed by number and with formulas 
on the back of each paint sheet. The 
new selection may be used as a mod- 
erate sized color selection, as a loan- 
out pack and as a professional painter 
pack. Colorizer Associates, Dept. AL, 
345 No. Western Ave., Chicago, III. 


Circle Ne. 260 on Coupon, page 64. 


Sales Aid for Paint Rollers 


Paint roller covers are now being 
manufactured in four different grades 
of quality, each easily identified by a 
different pastel color. Premium or best 
quality is bright yellow, the De Luxe 
is peach, Superior or the less expen- 
sive series is identified by a light yel- 
low and the economy line, Speedy, is 
white. Each roller cover is available 
in either %” pile for flat and semi- 
gloss paints, or in 4” pile for latex 
paints and enamels. Thomas Products 
Co., Dept. AL, 8490 Lyndon, Detroit, 
Mich. 


Cirele No. 261 on Coupon, page 64. 
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More Dealers Than Ever 
are Now Reading 


AMERICAN LUMBERMAN 
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It pours profits 


... when you stock Milcor 
Gutter and Accessories 


Downpours make dollars for you, when you handle the rain- 


carrying line that has: 


— every accessory a customer needs; 

— the strength and durability of galvanized steel; 

— the Milcor name and reputation. 
You get fast deliveries from stock carried by your jobber or your 
nearest Milcor branch. Ask for prices and further information. 
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© Milwouke | 


INLAND STEEL PRODUCTS COMPANY * Dept. M, 4029 West Burnham Street 
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Special 
DOLLAR 


Write today for details ona 


PROVEN PROMOTION THAT’S A REAL MONEY-MAKER 


Your customers get the ° 
second dollar’s worth free. 

They send the coupons to 

Chicopee ... You get the profits! 


For further information, write to * 
cnr FIBERGLAS 


Lumite Division, 


47 Worth Street, 
a REENING 


*T.M.O.C. F. Corp. 
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